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Close Sales Through Demonstration 
With New FREE Victor Trap Display 


Light and compact, this special- 
ly constructed colorful counter 
display permits traps to be shown 
and examined without risk of 
damage to your counter. Stands 

15%" high by 1034" wide. 

Exclusive with Victor. 
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..»Merchandised to Millions! 


ONEIDA VICTORS 























Model No. A-56 DV with 5 ""Top Speed"’ Long Chimney Wick Burners. 
Model No. B-56 DV with 5 ‘'Blu-Hot'’ Adjustable Wickless Burners. 
Equipped with many exclusive extra-conveniences . . . easier-selling 
features, including Glass-in-oven Door, Handy Towel Rod. 
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Boss —the Beauty line of the Kerosene 
Range field—means bigger sales, better 
profits and Easier Selling. Join up with 
Boss for better profits. Clip the attached 
coupon—send in for catalog and prices— 
Now! 






Dept. A—The Huenefeld Company, Cincinnati, Ohio. 
Send catalog and prices on “Boss Beauty Line” today. 








Pesclusive con- 
en Rence, feature found 
in kerosene ranges—the 
“glass in oven door. It is 
found only in the Boss 
Kerosene Range. It 
adds beauty to the 
kitchen — convenience 
and low cost to the 


O44 cooking. 


BOSS KEROSENE RANGES 
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MEN 

YOU NEVER SEE 
ARE STANDING 
BY YOUR SIDE 





3 Yale Moving Men Help You 
Build Profits and Turnover 
on All Yale Products 





£ “[’'m Yale Promotion... biggest in the in- a —_ 
¢ dustry. Use the aids I bring to start the sale!” 


P . “I’m Yale Quality Products with all their PUTS 3 BIG SALES MOVERS 
6 


many sales points. Talk about me if you IN YOUR BUSINESS 


want bigger sales.” 


3 “I’m the name YALE that people know and 
* trust. Display Yale Products, and I'll clinch 
the sale.” 
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THE NAME YALE HELPS MAKE THE SALE 
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JAR RUBBERS 


The highest quality jar rubber made. Canning 
experts, teachers and millions of careful home 
canners will use no other kind. 





















































































































































































































































BOSTON WOVEN HOSE 
AND RUBBER COMPANY 


CAMBRIDGE, MASS., U.S.A. 
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7700 STORES WRONG? 
Your Answer will be “NO” 
uhen you read this FREE Bulletin - 


7700 is an unofficial count of the stores run- 
ning Rental Floor Sanding Departments. Of 
course the figure is too low — Rental Floor 


Sanding is fast becoming “big business.” 


A 





i 
THE HOW AND WHY We deat at a acliieen } re know 
G SERVICE e dont sell the machines but we know 
RENTAL FLOOR SANDIN 


from our steadily increasing sandpaper 
sales, that more and more machines are 
earning money for their owners. They’re a 
steady meal ticket or there wouldn’t be 
7700 Hardware Retailers in the business. 
On top of this, think of the sundry sales— 
fillers, stains, varnishes, sealers, waxes, 
brushes, etc. It’s these supplies that com- 
plete a very pretty picture. 


¥ 


Naturally we don’t expect you to rush off and get a Floor Sanding Machine, but 


how would you like to know the answers to these questions: 


1. How much will my investmentbe? 4. How cana Rental Floor Sanding 
2. What about machines? Service be merchandised? 


3. What about supply items? 5. How much profit can I make? 


If you already have a Rental Service, you can check how efficiently it is running. If 
you haven’t, are you going to be pleasantly surprised!! Our new, very complete 
bulletin, ““The How and Why of Floor Sanding” is entirely free and was compiled 


solely for you. 


( BEHR-MANNING,. TROY, NEW YORK 


(DIVISION OF NORTON COMPANY) 
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Rope is stored in the e 
basement and dispensed tf h | a r A Ss 7. 


from the Columbian Mer- 
chandiser as sold. An 


accurate measuring de- A C C U io A T & 
vice as well as a cutter 
are a part of the unit. 

WAY! 


ITH the Columbian Rope 
Merchandiser, you can com- 
plete the entire sale right in front of 
the customer . . . and get those extra 
sales you often miss when you're 
off the floor, measuring rope in the 
cellar. 































This new machine brings 
your rope out of hiding — 
puts 7 sizes of rope in front 





















COLUMBIAN of the customers — lets them 
ROPE see and feel the rope they 
is easily recognized by need — determine the correct 
its red, white and blue : 
surface markers. size to buy. 













See your jobber today for Made to Accurately Measure 
complete information. Rope Manufactured Only by 


COLMA AN POPE rh 


Auburn. New York 
ROPE COMPANY moe se FF fF 
Auburn, “The Cordage City,” N. Y. 


COLUMBIUAN sin: ROPE 
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MAKE ROPE SALES 
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Good taste...and sales appeal 


startling . . . refreshing . . . utterly different! 
That’s the first reaction to this new Edwards line! 
Edwards Chimes, authorities say, set a new stand- 
ard in good taste in Chimes. They have the per- 
manent style value of fine home furnishings. 
Distinctive—not faddy. 

See these exquisite new Edwards models. Listen 
to their golden tones. Check up on their truly ex- 
clusive features. Compare Edwards Chimes with 
anything you’ve seen. Your trained eye and ear 
will tell you this is Edwards’ Year. Your sales sense 
will tell you, “Here’s Sales Appeal spelled with a 
capital S and A.” 

20 NEW MODELS— UNUSUAL VALUES 

IN POPULAR PRICE RANGE 


$1 to $59.50—including $1.75—$2.95—$3.95— 
and with special emphasis on the featured $4.95 


and $7.75 models. 


EDWARDS‘%4 COMPANY 


IMCORPORATEO 


Established 1872 NORWALK, CONN. 
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The Junior—In chaste Ivory fin- 
ished shield and completely en- 
closed. SONOSCOPE tested 
bars. Operates on good bellring- 
er. This popular, model, $1.75. 





Westminster —Burled Walnut. 
Indirectly lighted. Varied col- 
or effects as desired. Oversized 
SONOSCOPE tested tubes. 8-note 
melody for front door; 2 for 
rear. $29.50. 


Sunburst—In Ivory plastic. Dig- 
nified, ornamental. SONOSCOPE 
tested tubes. Operates on good 
bellringer. 2-tube, 2-entrance, 
$5.95. With third tube, $7.45. 





SYLVITE*case in Adam pickled 
pine effect—or Moderne chalk 
white finish. Oversized SONO- 
SCOPE tested tubes. Adam (2 en- 
trance) $7.95. Moderne (2 en- 
trance) $9.95. 





The prestige line of distinguished designs... 








Genuine SYLVITE case in 3 fin- 
ishes: COLONIAL IVORY, EARLY 
AMERICAN MAPLE, DUNCAN 


The Chapel—Beautiful new SYLVITE shield in 
antiqued Ivory finish. SONOSCOPE tested fully 
enclosed bars, individual resonating cham- 
bers. Operates on good bellringer, Two en- 
trance. A featured value at $4.95. 


PHYFE MAHOGANY. Two en- 
trance. Only $7.95. 


EXCLUSIVE FEATURES 
that sell Edwards Chimes 


1. Fashioned by Lurelle Guild—famed designer. 

2. Shields of Sylvite—new material of rare beauty—used only in Ed- 
wards Chimes. 

3. New oversized tubing. 

4. Plastic symphonic modulator. 

5. Sonoscope tested. For 100% tone fidelity. 


NEW HIGH IN ADVERTISING, TOO 


Edwards will be the chimes wanted by the public. Spectacular adver- 
tising in leading national magazines will pre-sell customers who are 
able and anxious to buy. 

Also a complete retail selling program of New Demonstration Panels, 
illustrated catalogs, and various useful trade helps. 





Of course it’s National Hardware 
—distinguished by its design, 
workmanship and finish 


‘i ig 


i 


r= and PRECISION in every stage of their manu- 


facture account for the friction-free performance 
of these cabinet sets, hinges and butts—the products of 


é 
No. 716 Friction Cabinet Door Set National 
Call 


The attractive finishes possess eye appeal and also pro- 
vide a protective coating for their working efficiency. 


All National Hardware is carefully packed and labeled 
to facilitate ease in stocking and selling. Complete 
directions accompany merchandise, which simplifies 
installation and assures perfect performance on the 
job under all conditions. 


No. 717 Friction Cabinet Door Set 


No doubt you have many calls for the genuine National 
Hardware. Why gamble with substitutes when such 
a fine reputation already exists for National? 


Full particulars and 
the latest catalog of 
the complete line are 
yours for the asking. 
No. 480 


Ornamental Butt No. 485 Ornamental Hinge 


. No. 490 Half Surface 
No. 719S Cabinet Door Set No. 486 Ornamental Hinge Ornamental Hinge Ornamental Butt 


NATIONAL MANUFACTURING CO., Sterling, Illinois 
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WHEN YOU’VE GOT THIS LINE, 
YOU’VE GOT WHAT THEY WANT! 


PETERS “HIGH VELOCITY”! 


Here’s the line of ammunition that takes you straight into the profit zone of 
bigger ammunition sales and better satisfied customers. 


It’s the Peters High Velocity line that has a tremendous appeal to seasoned 
hunters—hunters who know that “Peters Packs the Power!” 














Where trustworthy tools are vital 





Photo courtesy of The White Motor Company 


Bog or marshland . . . mud or water ... tough 
going can’t stop these newest U. S. Army Half- 
Tracs. They climb in and out of shell holes and 
trenches that would worry an old-time cavalry ’ 
horse. They speed fifty miles per hour over smooth 
ground and highways. Experts say they surpass 
anything that the war lords of Europe have yet 
devised. And in their tool kits you'll find Crescent 
Wrenches, just as you will wherever trustworthy 
tools are vital! 


Crescent Tools include adjustable wrenches, pliers 
of all types, hacksaws, snips, screwdrivers, etc., etc. 
They are sold under the “Crescent” and “Crestoloy” 
trade names by hardware dealers and industrial 
distributors everywhere. 


CRESCENT TOOL COMPANY, JAMESTOWN. N. Y. 


CRESCENT TOOLS 
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LAMSON MEANS £50027 -AND BOLTS MEAN BUSINESS 





A blow on the diamond-shaped head of Lamson 
Cotters spreads prongs. “Efficiency” points serve 
as a drift pin. Lamson stock cotters conform to all 
Government specifications. Cotters made to order 
from brass, bronze, aluminum and stainless steel. 


As one of the largest producers of nuts, we supply 
Semi-Finished, Castle, Slotted, Cold Punched, Hot 
Pressed, Cold Forged, Stove Bolt and Machine 
Screw Nuts in any quantity from stocks. We make 
nuts from non-ferrous alloys to specifications. 


@ After 75 years of selling bolts and nuts through hardware 
and mill supplies jobbers, LAMSON & SESSIONS has become 
known as manufacturers of the most complete line of bolt 
and nut products in America. Since 1865 the name of LAMSON 
has meant “bolts” to the trade, and bolts mean business. 
There are no bolt “sales”. There are no “remnant days”. 
There is no season for selling bolts. It seems that someone 
needs bolts all the year ‘round, and buys them when he 
needs them. However, it was desirable to make bolts easier 
to buy, and so LAMSON introduced the Speedmerchant-—the 
fast-moving stock of five of the most popular types of bolts, 


Lamson full finished Cap Screws of SAE 1020 steel 
have approximately 90,000 Ibs. per sq. in. minimum 
tensile strength. Our high carbon cap screws of SAE 
1035 steel, heat treated, have approximately 150,000 
lbs. minimum tensile strength. 


$26.30 Net, 


to Dealer 
(slightly more 
west of Denver) 


nuts and screws contained in an open counter display steel 
cabinet, which identifies by name and size and price every 
item in it. Every piece is ‘‘Brite-plated’’—to prevent rust and 
to make the merchandise more attractive. Every piece sold 
makes a profit for the dealer. And the Speedmerchant does 
all the selling for you! Put a Speedmerchant to work in 
your store and keep the “’5-and-l0” sales for yourself! More 
than 7000 other dealers are using it now! Ask your jobber. 


THE LAMSON & SESSIONS COMPANY, Cleveland, Ohio 


Plants at Cleveland and Kent, Ohio; Chicago and Birmingham 





LAMSON & SESSIONS 
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Your only source of complete, authentic, 


easy to read information on all phases of 
Builders’ Hardware. 





Taking the 
Mystery 
Out of 
BUILDERS 
HARDWARI 


The Official text bookof the American Soci- 
ety of Architectural Hardware Consultants. 


Society's 


if you are one of the many hardware men who have always 
wanted to know more about Builders’ Hardware—and how to make 
more profit from its sale—but could not, because of the lack of 
information on this subject—““*TAKING THE MYSTERY OUT OF 
BUILDERS’ HARDWARE?” is the book for you. 


You will get the benefits of the author’s, Adon H. Brownell, life- 
time experience in successfully selling, buying and manufacturing 
Builders’ Hardware. You will be shown how to quickly and easily 
set up a Builders’ Hardware department capable of servicing all the 
needs of your community from the average h to schools, hotels, 
office buildings, churches, apartments, ete. 





You'll also be shown how to read blue prints, and to specify jobs; 
how to work with property owners, contractors and architects; how 
to use Builders’ Hardware to increase sales in your other depart- 
ments. This book will bring you all you need to know about this 
profitable, basic hardware line. 


The experienced Architectural] Hardware Consultant will want this 
book for its use as a handy reference work. The beginner will want 
it as a text book to use as the only complete home study course in 
this subject ever published. 


Your clerks, too, should have this new book. They will become 
more valuable to you and more valuable to themselves by reading 
and studying it. 


m ATL THIS 


HARDWARE AGE 
100 East 42nd St., New York, N. Y. 


Please send me . 


Brownell. 
NAME .. FIRM 
ADDRESS CITY 





USE THE BOOK 
THE EXPERTS USE 


Everything You Need to Know 
About BUILDERS’ HARDWARE 


HOWARD MacCARTHY, Jr., president says: 


“It gives me great pleasure to advise you that the 


board of directors of the American 

Society of Architectural Hardware 

Consultants have unanimously voted 

to adopt Adon Brownell’s book ‘Tak. 

ing the Mystery Out of Builders’ 
Hardware’ as the official text 
book of the Society.” 





Here are some of the features and 
profitable ideas in this book that will 
mean more dollars for you! 

220 pages—page size 8!/2 x 11'/2 inches— 

cloth bound to withstand hard usage. 

How to bring prospects into your store. 

Suggestions on making bids that will mean 
more sales and profits to you. 

How to cash in on the sale of replacements 
and “follow-up” items. 

A wealth of specific information on equip- 
ping public buildings. 

Nine comparative charts which show you how 
to match different items. 

A working Blue Print, size 25 x 11'/2 inches, 
Glossary of more than 300 Technical Build- 
ers’ Hardware Terms, Cross Reference In- 
dex, etc. 

Over 600 Illustrations, Charts and Diagrams. 











thorough knowledge of Baiiders’ Ha 
offers you to increase your earning power. 


Coupon 


ORDER YOUR COPY NOW 


Prepare yourself for the vpportuanities a 
ware 


GOOD BUILDERS’ HARDWARE MEN ARE SCARCE. 


TODAY 


copies of “TAKING THE MYSTERY OUT OF BUILDERS’ HARDWARE” by Adon H. 
I will pay the postman $3 each, plus a few cents postage. (Canada and Foreign Countries $3.50.) 


. STATE 


(] Check here if you enclose payment, in which case we pay postage. 
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Soir cea 


Pena 
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@This new display in bright colors speaks for 
itself! It'll stop carpenters, mechanics, work shop 
fans and other customers for edged tools with a 
quick reminder that they need a good sharpening 
stone, too. 


Let this display help you make extra sales. Set it 
up in your tool section and in your window. Every 
time you sell an edged tool, make two sales out 





of one by selling the right Carborundum Brand 
Stone to keep it sharp. 

Compact in size, 1514” wide by 18” high, it holds 
on display half a dozen assorted stones. Comes free 
with an assortment of eight stones... 2—No. 108 
stones, 2—No. 109, 1—No. 110, 1—No. 115, 
1—No. 121 and 1—No. 134. Write for display 
No. 741. Lists at $11.40, $7.41 net to dealer. 


THE CARBORUNDUM COMPANY « NIAGARA FALLS, N. Y. 


£G. U.S. PAT. OFF 


Sales Offices and Warehouses in New York, Chicago, Philadelphia, Detroit, Cleveland, 
Boston, Pittsburgh, Cincinnati, Grand Rapids 


(Carborundum is a registered trade-mark of and indicates manufacture by The Carborundum Company } 
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for every type of home and building 


—— is a Lawson bathroom cabinet priced to fit every budget; designed 
to harmonize with every decorative plan! For Lawson manufactures three 
complete lines of recess bathroom cabinets plus a complete line of surface 
wall type cabinets. 




















You'll find it easy to sell these handsome vitreous porcelain-finished ‘Time 3 
Proof” cabinets at baked enamel price levels. Designed for the finest homes, 
these de luxe cabinets combine ten exclusive features that will help you sell 
against all competition. 


Then there’s the Lawson “Standard” line of Lustre-Lux Baked 
Enamel Cabinets designed for homes of $5000 and up. And the 
Lawson “Economy” line designed for low-cost homes. Both of 
these lines, too, combine traditional Lawson quality with lower 
costs. 













Don’t delay — plan now to sell Lawson cabinets and Lawson 4 
P ° ¥ 
chromium plated bathroom accessories. You'll soon learn why 5 
hardware dealers everywhere say, ““The Lawson line is the profit | 
line.” 
The F. H. Lawson Company also man- 
ufactures a complete line of Deco- 
rated Kitchenware and a complete 
Hine of galvanized ware and equip- 
ment for institutions and _ public 
buildings. Also all types of garage Sa RE eS LOE TR 
and filling station equipment. . . 
ple of Lawson's complete line of 
Vitreous Porcelain-finished Cabinets. ; 
5 
This surface wall type cabi- The Bostonian — one of the %, 
net, designed for use where most popular of the Lawson bi 
; ; ¥ recessing is not possible. or “Standard” fi : ino. / 
.* desired, is built with typical or ine of Lustre a 
7 oe \ Lawson sturdiness. Lux Baked Enamel Cabinets. B 
gee THE F. H. LAWSON COMPANY, Cincinnati, Ohio } 
| OF QUALITY World's Largest Builders of Bathroom Cabinets 
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You can put new life 


in your business 





mE Oe 


with a Pittco Front 


BRIGHTEN YOUR STORE with « striking front like 
this new one of Bunnell’s in Clark's Summit, Pa., 
if you want to flag down new customers every 
day. Black and orange Carrara Glass, Aluminum 
EasuSet Metal and Pittsburgh Polished Plate 
Glass were used in creating this sales-making 








HE colorful glass of a Pittco 

Front attracts the instant atten- 
tion of passers-by. Its good looks win 
their admiration—and their trade. If 
your merchandise is of good quality 
and priced right, if your salespeople 
are courteous and the interior of your 
store is pleasant—announce it proud- 
ly with a new Pittco Front. The result 
is sure to be an improved clientele 
and a greater volume of sales. 
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Pittco Store Front. 


ITTCO STORE FRONTS 


PITTSBURGH PLATE GLASS COMPANY 


"PITTSBURGH sland fot Lully Class and (Prist 


A Pittco Front’s ability to boost 
profits has been proved a thousand 
times over by merchants throughout 
the country. Many of them have writ- 
ten us, telling how a new Pittco Front 
has helped their business. You'll find 
typical examples in our new Store 
Front Book—photographs of recent 
Pittco installations and actual reports 
of gains made after remodeling. Send 
the coupon for this free book—today. 


When you build, we recommend 
that you see an architect to make sure 
of an economical, well-planned job. 
Our experts will cooperate with him 
gladly in planning a Pittco Front to 
suit your needs. And if you wish, you 
can pay for your Pittco Store Front 
on the Pittsburgh Time Payment 
Plan—just 20% down and the bal- 
ance in monthly payments. Further 
details sent on request. 












Pittsburgh Plate Glass Company 
2318-1 Grant Bldg., Pittsburgh, Pa. 


Please send me, without obligation, your new, 
illustrated booklet, “Pittco Store Fronts —and their 
influence on retail sales.” 


Name 
Street 


City 


State 
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Add These to Your Line > and They'll Add 
to Your Profit 
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© The tremendous upswing in industrial 
activity is not only increasing vastly the 


number of skilled and semi-skilled me- 4 
chanics, but is leading them to appreciate 4 
the advantages in knowing The right file ¢ 
for the job. Many are buying a variety ; 
of files for their own use — and further ¥ 
mechanical training. Added to your e p 


popular-file line, they can mean a lucra- 
tive business in extra file sales. 





Here are some of the more frequently 
wanted kinds and sizes that it will pay 
you to carry. Let your jobber survey 
your field and suggest a starting stock for 
you. These files are available in either 
Nicholson or Black Diamond brand. 


A 
: 
= 


FLAT — This file is used by machinists, machinery 
builders, repair men and others who wish to remove 
metal rapidly. Double-cut on both sides. Popular 
sizes, 6” to 12”. 


2 HALF-ROUND — Its flat side functions as a regu- 
lar Flat file. Rounded back broadens this file's 
use to include filing on concave surfaces. Popular 
sizes, 6” to 12”. 


3 ROUND (''Rat Tail'') — For enlarging circular open- 
ings in metal. Also for use on concave surfaces. 
Popular sizes, 6” to 12”. 





4 SQUARE — Used for filing keyways and for gen- 
eral surface filing. Double-cut on all four sides. 
Paoular sizes, 6” to 12”. 


5 THREE SQUARE — A double-cut file for use by 
mechanics in filing internal angles, clearing square 
corners, filing taps and cutters. Popular sizes, 
4” to 10”. 


& WARDING — Similar to regular Fiat file, but not 
so thick. Frequently used by locksmiths for filing 
the ward notches in keys. Slightly finer teeth than 
Flat files. Popular sizes, 4” and 6”. 


y 

? WOOD RASP (Half-round) — Used by wood-work- } 
ers, wheelwrights, plumbers and others who shape 

wood or soft metals. Also made in flat section. : 

Popular sizes, 8” and 10”. i 

if 

% 

4 
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sales. As you know, Fluorescenf™™ent is the newest, 
and many people think the best, lig ht for factories, offices, 


public buildings and stores. Fluorescent light is described 


“the cl ical is ver t 1 daylight.” fact that American Chain engineé ited from 
OS Oe es eee the outset with the manufacturers ent lighting 
Fluorescent lights are selling thousands upon thousands. equipment. 


And every light must have a support—which, in a large American Chain research men % ed to determine 
percentage of cases, is chain. Already American Chain has the most suitable chains for hangif ferent weights of 
been bought in quantity for this service. lights. They have investigated the requirements of 


factories, offices, stores and public tuildings. The informa- 


Millions of feet are being sold— _ tion so gathered is now available to American Chain cus- 
and the market hasn’t been tomers without charge. 
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Installment 


Sales Curb:— 


As reported previously, the Gov- 
ernment is considering. ways to 
curb installment selling of durable 
consumer goods and to control 
retail selling in general. Attention 
has been directed toward existing 
financing plans for the purchase 
of automobiles, refrigeration, ra- 
dios, furniture, etc. At the present 
time, opinion in Washington is 
said to favor “not less than one- 
third down payment” and terms 
of not more than one year. Even 
shorter payment terms and larger 
down payments may be under 
consideration later. Any policy of 
this sort could be exerted on 
banks and finance companies 
by the Federal Reserve Board, 
OPACS and other government 
agencies without legislation. From 
N. H. Engle, OPACS advisor on 
distribution, comes the suggestion 
for selective rather than general 
restrictions for retail credit con- 
trol. Having in mind the stimu- 
lated demand for credit arising 
from the defense program, he pro- 
poses that, with respect to selec- 
tees, refusal be determined on an 
individual instead of on a blanket 
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basis. For newly employed men, 
Mr. Engle recommends extension 
of credit on the basis of duration 
of employment in a locality. Credit 
curbs specified by Mr. Engle in- 
cludes higher income taxes, de- 
fense bonds, and savings stamps. 
Mr. Engle quoted one retail credit 
executive as saying that he was al- 
lowing for increased taxation by 
rating his customers a flat 10 per 
cent under their actual dollar in- 
come. 


Support Merited:— 


It is certainly proper to say that 
these moves merit the support of 
the hardware trade, which has long 
suffered a “competition of uneco- 
nomic terms” in the time-payment 
sale of major items. From various 
parts of the country have come 
reports indicating that groups of 
retailers, department stores, furni- 
ture stores, specialty shops, etc. 
are voluntarily shortening up on 
their installment selling terms be- 
fore any official action is taken. 
This all comes under the head of 
good news. No word has come to 
my attention indicating that power 
and light companies are improv- 
ing their competitive offerings but 


if the threat of government action 
becomes more serious that prob- 
lem may also be corrected. 


Editor’s Note:—As the form con- 
taining these comments goes to 
press word is received from our 
Washington office that within 
twenty-four hours President Roose- 
velt is expected to issue an execu- 
tive order which will start the ball 
rolling toward some precise curb 
on installment selling. It is likely 
this curb will operate through con- 
trol to be exercised by the Federal 
Reserve System to prevent infla- 
tion and to divert needed materials 
into defense production. It is be- 
lieved that this move will not inter- 
fere with the Government housing 
program in that the _ restrictions 
will not apply to FHA sponsored 
purchases. By the time this issue 
reaches our readers we believe this 
report will have been confirmed by 
complete press announcements al- 
though it is unlikely that full de- 
tails as to the restrictions will be 
known for several days—perhaps 
longer. 


Leon Henderson:— 


OPACS Administrator Leon 
Henderson is very much the “man 
of the hour” in the current confu- 
sion surrounding the threat of: 
price control; inflation; more 
stringent priorities and the result- 
ing acute shortage of merchandise 
required for civilian use. Hardly 
a day goes by without prominent 
news reports on his most recent 
public statements. Often these are 
so serious and startling that they 
are given front page position by 
our most influential newspapers. 
His well known high rating with 
and in the incumbent Washington 
Administration makes his opinions 
and predictions most important— 
often fearfully so because of the 
trend indicated. Brutally frank in 
his pessimism, Mr. Henderson 
clearly and completely reviewed 
and forecast the situation, as he 
sees it, when addressing the recent 
New York Housewares exhibit in 
Atlantic City. This talk went out 
over the air on a national radio 
network and was intended to tell 
producers, distributors and con- 
sumers, at one time, that serious 
and unpleasant developments are 
ahead of us. Using such expres- 
sions as: “The Honeymoon Is 
Over” and the “Party Is Over” he 
emphatically stated that many 
businesses would fail; that con- 
sumers would suffer inconveniences 
and that unemployment increases 
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could be expected as the “all out 
defense program really gets un- 
derway.” Hardly a pep talk for 
the opening of a buying and sell- 
ing show, the immediate local re- 
action was one of mixed emotions. 
Visiting buyers wanted to increase 
their orders; obtain assurances of 
deliveries, etc., despite the fact 
that many outspokenly thought 
shortages would be something less 
than the speaker intimated. Most 


terials and goods needed for 
defense—this with the obvious ex- 
ception of aluminum and other 
highly critical items. Such being 
the case at least 60 to 70 per cent 
of many materials should be avail- 
able to civilian production—the 
source of tax monies. One answer 
to this is the disposition of the 
Government to obtain its full 
quota NOW thus having an as- 
sured supply in reserve. Up to a 


certain point which available OPM 
production experts could deter- 
mine this program seems perfectly 
sound, but it should not be pur- 
sued to a point where all private 
business may be seriously dis-. 
rupted. Sometimes I fear that de- 
cisions by professional politicians 
may be outweighing those of the 
corps of “drafted” competent in- 
dustrial executives who are now 
in Washington. 


of the manufacturers I interviewed 
said it was well for consumers and 
buyers to get the picture painted 
by Mr. Henderson because too few 
of them were believing the reports 
that delays and shortages were 
unavoidable, and likely to get more 
serious. There was certainly no 
mincing of words in what the 
OPACS director said on that occa- 
sion and for the general informa- I 





BOOM PERIOD VS. SALESMEN 
From a memo to salesmen 


By FRANK L. CAMPBELL 


Secretary, Fayette R. Plumb, Inc., 
Philadelphia, Pa. 


N boom periods when orders come easy and factories are working 
tion of the industry we are pub- to capacity, salesmen and their principals are inclined to become 
lishing, practically in full, this too self-satisfied. Salesmen become soft and lose the incentive to 
message by preg er wane work and plan intelligently. At the time none of us realizes what is 
inte ane page 00 ab dhia teen and happening, but when the tide turns and the need for business is very 
should be read thoughtfully by all acute, salesmen are a long time adjusting themselves to the changed 
readers for here he gives the full conditions and, as a result, do neither themselves nor their principals 
philosophy of his thinking based justice. This is not theory, but based on actual facts and I am citing 
is eek en cite week Meee: Gee two illustrations of what happens when the reaction from a boom 
diesen tes sie period starts in. 

During the first world war our factories were working night and 
day and our salesmen were not required to do any selling as it was 
just a matter of taking orders. The bottom dropped out of the mar- 
ket in 1920 and our older salesmen had extreme difficulty in adjust- 
ing themselves to the changed conditions. As a result, our younger 
salesmen who had not traveled during the war period far outstripped 
our older men in accomplishments. This was not because the younger 
men were better salesmen, but because they had nothing to forget 
and their sole intent and desire was to sell. 

From about 1923 to 1929 inclusive (the so-called prosperous era), 
orders were coming easy, factories were working full time and every- 
one was making money. Baltimore was part of my territory during 
that period and I personally knew 15 different salesmen who covered 
that same territory. Because orders were coming easy, 11 of these 
self financing. Its terrific costs salesmen took things very easy and during the horse racing season 
must come from the margins of at Havre de Grace, Pimlico and Laurel these salesmen rarely worked 
private operations. If over two or three hours per day. Four of us were more conscientious 
these operations are to be drasti- and kept our noses to the grindstone. As a result, when the depres- 
cally curtailed the major source sion hit in 1930 only the four of us who had kept our selling minds 
of Gatien ell to cteily ob fertile were able to stand the gaff and by 1933, ten of the other 
Rectal -Wtees sinauiill Deis taal plen eleven salesmen had actually lost their jobs. The eleventh man died. 
of adjustment possible and some The moral of this is that we must prepare for the rainy days that 
dined clieet ake tenants to may come two, three or four years from now, while the sun shines 
regulate materials for consumer today. We don’t intend to pull our men off the road for any pro- 
goods as well as for defense needs. tracted period. It is our intention to keep them active, keep their 
Early estimates stated that about legs in shape and keep their minds fertile. We do intend to keep on 
20 per cent of the 1941 national developing sales ideas and on each succeeding trip, we hope to have 
conan tenli tan Mima tone something definite for you to concentrate on. We have a compara- 
ditnaniaceie. Wanted iia ae. tively young sales organization who have not yet reached their peak 
mates, sppronimeting the seme and I personally am hopeful that that peak will be reached when our 


: de need for business is greatest. 
figures were given out as indicat- 


ing the proportion of many ma- 


One Question: — 


Fully realizing that the National 
Defense Program must go forward 
with increasing rapidity and with- 
out any obstacles I would like to 
ask once more:— “How are we 
going to raise tax monies to pay 
for defense if we strangle private 
enterprise, the manufacturer and 
distribution of goods for consum- 
er use and increase unemploy- 
ment.” Defense production is not 


business 
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Mr. and Mrs. America are all set to buy something 
new—not in six weeks or a year or sometime in 1943 
—but now. And because it’s made of Aluminum or 
Brass or Nickel Silver or Die Metal or Bronze or 
Copper — there’s trouble. We don’t like that either. 

Well — what can we do about it? 

First, being Americans, we can grin and bear it. 
Defense is the all important thing right now. 

Second, we can use our native ingenuity to try to 
meet these conditions. LOCKWOOD is doing that 
today, testing and experimenting with material that 
can be supplied; new designs, new finishes — all in 
the true Lockwood tradition and, barring an all-out 


100% Defense setup, we hope to continue serving you 





to the best of our ability so that you, too, can con- 
tinue serving the needs of Mr. and Mrs. America. 

Third, we can help the Defense program, Mr. and 
Mrs. America, and ourselves by ordering items which 
are readily available or consenting to substitutions. 
Business is no bed of roses these days . . . yours isn’t, 
ours isn’t. But, within the limits of the Emergency, 
we'll do everything possible to keep you supplied 
with Lockwood Hardware. If you have orders in 
which priorities apply, we can help you. On other 
orders, we’ll do the best we can. 

Meanwhile, let’s plan, for a bigger and better future 


together. There’s no law against that! 





LOCKWOOD HARDWARE MFG. COMPANY 


Division of 


Independent Lock Company 


FITCHBURG, MASSACHUSETTS 


PATRICIAN MORTISE LOCK 


POLYFLEX 


BOR-LOC 


UNIFAST CAPE COD SUPER CLOSER 
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LEON HENDERSON 


\ V HEN Jesse Jones 


asked me to appear as your 
speaker this morning, he said, 
“Leon, this is an unusual chance 
for you. These fellows are getting 
worried about the future of their 
businesses, and they will have 
along their wives, who are getting 
worried about the cost of living. 
This would give you an opportu- 
nity to talk to manufacturers and 
consumers under ideal conditions.” 

Much as I hate to make speeches, 
I agreed with Jesse, whose ripe 
wisdom I am drawing upon con- 
stantly. I want to talk to you 
housewives seriously in a few mo- 

*An address before the New York 
Housewares Manufacturers Associa- 
tion, Inc., Atlantic City, N. J., July 
14, 1941. Broadcast over national 


Blue Network of National Broadcast- 
ing Co. 
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oneymoon Is 


By LEON HENDERSON* 


Administrator, 


Office of Price Administration 
and Civilian Supply 


ments about rising prices, but first 
let me deal a while with your hus- 
band’s business. 

Now Atlantic City is the capital 
of summer fun—as I know so well 
from my earlier days. My home 
is a farm only a few miles inland 
—and just a few blocks away is a 
hotel where I once worked as a 
waiter. I remember that job viv- 
idly—I bought my first pair of 
long pants to look old enough 
for it. 

I didn’t come here te spoil your 
fun, but I would not be fair to you 
if I did not speak frankly as to 
the seriousness of the days ahead. 
Did I say “days” ?—I should have 
said “years’—because the mess 
that Hitler has brewed will not be 
cleaned up in a matter of days. 
The marks of his diabolic violence 
will be on the world for years to 
come. 

It has been only’in the last few 
weeks that I have felt that the 
country was beginning to under- 
stand what this means to our lives, 
our businesses, and our precious 
rights. 

Let me put it this way. Every 
person within the sound of my 
voice will be touched, and many 
will be touched harshly, by the 
defense program. 

The first year of this program 
to protect Democracy here and 
abroad brought little change in 
our ways of life. Those months 
were largely ones of preparation, 
of “tooling up” for the production 
jobs ahead. Those were the honey- 
moon months—the golden months 
—people were going back to work, 
pay envelopes were fattening, you 


men were getting orders you had 
dreamed about in the past 10 years 
of business drought. 

You men know your own indi- 
vidual statistics, but for the sake 
of the others let’s compare retail 
sales of the first months of this 
year with the same months of last 
year. They show roughly that 
American consumers bought 40 
per cent more automobiles, 35 per 
cent more refrigerators, 20 per 
cent more vacuum cleaners, 20 pet 
cent more radios, 50 per cent more 
electric stoves, and 50 per cent 
more furniture. 


The Party Is Over 


It becomes my disagreeable 
duty to tell you that the party is 
over. Not that you didn’t sense it 
before, but it needs to be brought 
home to housewives and business- 
men so that, in true American 
fashion, we can stir our stumps 
and get busy handling the situa- 
tion. 

Next week, at my offices in 
Washington, my staff will sit down 
with the makers of oil burners, 
automobiles, metal furniture, and 
household appliances, to explore 
the future. I wish I could tell you 
that we had an easy solution, that 
everything is going to be all right. 
I can’t promise you any such hope. 
All I can tell you is that only by 
sweating blood and tears can the 
dislocations be held to a minimum. 

No exactly similar paradox ever 
confronted American business. 
Customers, ready, eager, and able 
to buy will be crowding the mar- 
ket places and stores, but manu- 
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-” | Now Comes “All-Out 






Defense Economy” 


|} eteaebens needs will require rationing 

of materials used for manufacturing 
articles the public has been buying in ever- 
increasing quantities. Need for most metals 
is so great that there won't be enough left 


over for consumer goods. 


The golden 


months when people were going back to 
jobs and business was getting vast orders 


now are over. 


America can out-produce 


Hitler by devoting three hours out of every 
eight to defense work. Maijor vital aim is 
to avoid or at least curb inflation and its 


vicious aftermath. 


facturers will be unable to get 
enough raw materials to satisfy 
demands. All of us will get tired 
and sick of hearing that unfamil- 
iar word “shortage.” 

Take aluminum—the most fa- 
miliar example. Even as_ late 
as last winter, defense officials 
thought we had enough for both 
military and civilian needs. But 
as the program unfolded and grew 
larger of necessity, as bombers in- 
stead of training planes began 
coming off the assembly lines, as 
new aircraft plants came into pro- 
duction it became apparent that 
the supply of aluminum available 
for civilian use would have to be 
cut materially and now we know 
that practically none will be avail- 
able after military needs are taken 
care of. 

The same thing is true on a 
somewhat milder scale as regards 
many other raw materials—most 
of them metals, for it is in this 
field that the sharpest impact of 
the defense program falls. Guns, 
tanks, airplanes, and ships are 
built of the same basic materials 
as automobiles, washing machines, 
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electric toasters, kitchen stoves, 
and paring knives. It is becoming 
evident now that the amount of 
copper, steel, aluminum, nickel, 
zinc, chromite, manganese and a 
number of other materials _re- 
quired for armaments is going to 
be so great that we won’t have 
enough left over for consumers’ 
durable goods. This means ration- 
ing, not by cards at the stores but 
at the raw material line, and ra- 
tioning means that someone is go- 
ing to get hurt. 


Much Has Been Done 


Some of us in Washington, in 
our own feeble way, have been 
fighting for a long time to meet 
this problem by expanding sup- 
ply, by building more aluminum 
plants, by getting more copper 
either from South America or 
from our own mines, and by ex- 
panding steel capacity. And a lot 
has been done. But we know now 
that efforts for expansion have 
been far too small. Last year was 
the time to move but now last 
year is past. The demands of the 


munitions factories are upon us. 
Some seed corn can still be planted 
—some of the steel left over for 
civilian use after military needs 
are taken care of can still be used 
to build additional capacity but 
the time required runs into many 
months. The chances are that by 
the iime we get that additional 
capacity the needs of the defense 
program will have expanded to 
the point where most of it will be 
needed for leaving 
little or no net gain for civilian 


armaments, 


uses. 

Let me make this observation 
about this previous so-called battle 
for expansion. It wasn’t a battle 
in which two opposing armies 
were joined in clear battle front. 
It was an intermittent conflict of 
business theorists. We expansion- 
ists had an army if we had had 
sense enough to find it. You fel- 
lows were that army—vyou and 
every manufacturer of consumers’ 
goods who is being cut off now 
from supplies. And if you had 
had a rallying point, you would 
have volunteered eagerly, | know 
now from talking to so many of 
you. - 

Thus, it is a dark picture | 
paint. It is a picture of factories 
made idle by lack of raw mate- 
rials to turn out civilian goods, of 
men made idle by lack of mate- 
rials to work with, of single indus- 
try towns blighted by a spurious 
prosperity based on production of 
goods which we can’t wear, or eat. 
or live in. 

Don’t think for a moment that 
I personally, or, I believe, the peo- 
ple of our country generally, 
would have it otherwise if this is 
the price we must pay. We have 
set our hand to the plow, and we 
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The head table at the luncheon for Leon Henderson. Left to right: 

Wm. B. Flanagan, A. Kreamer Co., president New York Housewares 

Mfgrs. Ass’n; H. R. Owner, Landers, Frary & Clark, treasurer of the 

association; Leon Henderson; A. E. Allen, Landers, Frary & Clark, who 

presided at the luncheon, and E. O. Shreve, General Electric Co., pres- 
ident of the National Electrical Mfgrs. Ass’n. 


will turn the furrows. But the 
sooner we realize what the task 
will mean to us, the sooner will we 
be able to adjust ourselves to the 
inevitable hardships which lie 
ahead. 

When President Roosevelt named 
me Administrator of the Office of 
Price Administration and Civilian 
Supply he gave me two main jobs 

first, the spreading of scarce 
materials, after defense needs had 
been satisfied, factories 
making the kinds of goods you 


among 


use in your private lives, and sec- 
ond, the holding of prices within 
reasonable bounds. 

The shortage situation I have 
been describing lies at the heart 
of my twin duties. On the one 
hand my office must decide what 
industry gets what materials out 
of the relatively supply 
available and on the other hand 
we must see that the prices paid 
for those scarce materials or what 


scanty 


will be equally scarce, the goods 


manufactured from them, do not 
skyrocket. 

We have been approaching this 
problem of spreading or allocating 
scarce materials to civilian indus- 
tries from several viewpoints. In 
the first place, there are many es- 
sential public services such as 
maintenance of transportation, of 
public health, of police and fire 
protection which must be con- 
tinued. 

Next, it seems crystal clear that 
provision must be made for ma- 
terials needed for repairs. 

Also—that all transportation 
needs, such as essential freight 
cars, pipe lines, barges, should 
have clear claim to our precious 
residual supplies. 

I cannot spell out the order of 
all civilian priorities. It is obvi- 
ous, however, that not until the 
needs I recited above have been 
met will there be anything left for 
conversion into consumer goods. 
In plain words, you and similar 
manufacturers will have to use 


your traditional American inge- 
nuity and resourcefulness to the 
utmost to keep going. How you 
will do it, I don’t know—but of 
one thing I’m sure—it will sur- 
pass any record which the Nazis 
have made or can make. 

I have a sign in my office which 
reads, “Don’t let them catch us 
with our plants down.” I suggest 
you take this as your motto. 

But now let me speak to all of 
you in your capacities as house- 
wives or as that most necessary 
Al priority household appliance, 
the bill-payer. 

Prices are going up. Some of 
you ladies are already complain- 
ing. But many of you never met 
that terrible monster who de- 
stroyed family income in the last 
war—old H. C. L. himself. Short- 
ages have brought him back into 
the prospect. We will deceive our- 
selves if we believe that the cost 
of living will level off shortly and 
everything will be all right. Costs 
and prices of many consumer 
items have already risen at the 
wholesale level—it’s only a ques- 
tion of time lag when they will hit 
the pocketbook. 

Without seeming to criticize— 
let me give you some of the facts. 

A few months ago, wage in- 
creases were negotiated in most of 
the basic and large industries. For- 
tunately many businesses could 
absorb these increases out of in- 
creased profits—but not all. 

Then establishes a 


(Continued on page 52) 


Congress 





A special committee of the New York Housewares Manufacturers Ass’n tendered a luncheon to Leon 
Henderson at Chalfonte-Haddon Hall immediately following his address at the Auditorium. 
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‘ By IVAN L. WAPLES 

t 

First hand information for 

. the student on the proper 

way to do brush lettering 

r 

| p 

Fig. 12—At t i 

OU have been ad- side view nenten te 
vised to obtain only two lettering te ggg Be hold- 
brushes to start but you will want Hond ‘Saat ogee 
to add to the collection as you be- to show the position 
come more skilled in the work. of the fingers. 
Red sable brushes are the best for 
show card work. The round red 
sable brush is the one you want 


for most of your lettering. Short 
hair length is best for a beginner. 





The flat brush is good for letter- 


y Beat : ~~ . ~~ ing on windows or banners, for 
ed =» & — ta larger lettering on cards and for 
lie an filling in backgrounds, etc. 
_ _ . , ,  « 7 ’ The quality and amount of ser- 
| J K | im, N 7 vice you obtain from a brush de- 
— | @ | Vi BS | pends a lot on the care you give 
— A calates it. Each round brush has a nat- 
y = - . nw eS ural edge when first wet. When 
Pp. « | | x \ Y : you are through using, wash it 
. a? i | 4 sp | , ’ \ thoroughly in water and form it to 


this natural chisel edge by draw- 


. y . fT ™ ing it between your fingers. If 
a necessary, mark the handle so that 
] A a AS you always will form it the same 
| ; \ 








ACN way. Keep the edge on the brush 
ea ew SMALL ARROWS INDICATE when in wse by working it spar- 
Iw STROKES TO FINISH ENDS ingly on a scrap of card. Your 

brush will improve with age if it 





Fig. 13—Single-stroke Gothic alphabet made with a brush. is well cared for. 
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BRUSH AT 
° MOST OF 
% TIME — 





Ca BbCCCeDdi 
EcF lfQGIgAhLi 
CMmNnOoPpat 
RESET UVWYy 


Many, vawudlioas may be devised 








Script alphabet made with either a flat or round brush. 


Do not hold a brush as you 
would a pen or pencil. Fig. 12 
shows exactly how to hold it. Keep 
it nearly perpendicular and rotate 
it between the thumb and fore- 
finger as needed. At first the brush 
will flop and slip around like a 
catfish on a wet mud bank but 
hang on and you will soon have it 
under control. 

Here are some rules for the care 
of brushes: 

1—Always wash the brush thor- 
oughly in clean water after using. 

2—Shape the brush after wash- 
ing by pulling through your fin- 
gers. 

3—Don’t use soap or hot water 
for washing brushes. 

4—Don’t allow paint to harden 
in the brush. 

5—Stand the brush end up in a 
jar when not in use. 

6—Don’t use a brush first in oil 
colors and later in water colors. 

Brush lettering is much harde1 
to learn than pen lettering, so you 
will have to do a lot of practicing 
in order to make good. Use wrap- 
ping paper for practice work. A 
few drops of glycerine mixed into 
the color will keep the paper from 
wrinkling. Some people use news- 
papers, using the column rules as 
guide lines. Use the classified sec- 
tions so that pictures of murderers 
and cigarette ads won’t interfere 
with your lines of practice let- 
tering. 

Fig. 13 shows our old friend, 
the single-stroke Gothic alphabet, 
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made with a brush. The numbered 
arrows are used to show the order 
and direction of each stroke. The 
grey portion indicates overlapping 


of the strokes. The chisel edge of 
the brush is always kept as near as 
possible at right angle to the direc- 
tion of the stroke as shown in the 
small sketches. On curved strokes 
this is done by twirling the brush 
between the thumb and forefinger. 
Lift the brush at the end of the 
stroke. If this does not result in a 
clean end you should finish the 
letter by taking a short across the 
end of the stroke. 

The script alphabet in Fig. 14 
is made with either the round or 
flat brush. Hold the brush with 
the edge at about a 45-degree 
angle to the direction of the line 
of lettering. The numbered ar- 
rows show the direction and order 
of the strokes. 


Remember that your brush let- 
tering will be just as good as prac- 
tice makes it. Wrapping paper and 
old newspapers are not expensive. 
Forget that detective story and 
spend the time practicing! 





A Strange Use for Carpet Tacks 


HE hardwareman’s common 
carpet tack once saved a round- 
the-world voyage from disaster. 
When Captain Joshua Slocum, sail- 
ing alone in his sloop Spray, was 
battling storms and squalls in the 
gloomy Straits of Magellan, his life 
was menaced by t-eacherous Fue- 
gian natives who were in the habit 
of surprising and murdering the 
crews of ships which they wished to 
plunder. 
Worn out by the toil of working 
his ship through the Straits, the cap- 


tain slept soundly at night while the 
blood-thirsty natives stole towards 
the Spray in their canoes. When 
the savages jumped to the deck of 
the sloop, unearthly howls pierced 
the night and echoed back from the 
bleak mountains. Clawing the air. 
the barefooted natives leaped pell- 
mell ove-board. 

When the captain returned to Bos- 
ton he told friends how a few carpet 
tacks sprinkled on deck had averted 
the greatest danger encountered 
during the voyage. 





The barefooted natives leaped overboard. 
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Heaters are shown in- 
side the store’s main 
entrance along one of 
the main aisles. Some 
of the units are kept 
in operation on Sat- 
urdays to attract at- 
tention. Displays are 
arranged in the early 


part of September. 







Left— Popular selling 
heaters are displayed 
in the front lobby. 
many prospects become 
interested in them be- 
cause of these displays. 


Three-Way Promotion Plan 
Builds Space Heater Sales 


) 


TIONS, interior and sidewalk dis- 
plays and exhibits at county fairs 
help the Heyman Hardware Co. to 
build and maintain a continually 
increasing oil space heater busi- 
ness in Danbury, Conn. These 
heaters are very popular in that 
section because of their economi- 
cal operation and the convenience 
of handling fuel. 

“Exhibits at country fairs pro- 
duced excellent results this past 
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year,’ says Benjamin Heyman, 
one of the owners of the business. 
“We secured more than $2,000.00 
in business directly from the fair 
exhibit and we considered this as 
being exceptionally good. Demon- 


strations also go over big at shows 
of this type. 

“We advertise this line exten- 
sively starting in September. One 
of the popular priced heaters is 
featured in most of the advertise- 


The Heyman Hardware Co. exhibits 
them at county fairs, shows them 
inside and on the sidewalk and 
demonstrates them to prospects 








HEAD FOR HEYMAN’S 
For Values and Variety 


NOW YOU CAN LIVE IN EVERY 
ROOM IN YOUR HOME with This 






















DRIVEN-AIRE 
CABINET 
OIL HEATER 
This marvelous heater cir- 
culates the hat thru all the 


rooms in your home spread- 
ing cheer and comfort. 


FLORENCE CABINET HEATERS 
$13.50 $104.50 
FLORENCE RANGE BURNERS 





2-SLIGE AUTOMATIC TOASTER 

















$19.95 as $34.50 1-SL16E AUTOMATIC resstee 
For A Limited marer can teliome * $995 


Time! 


You can buy a 
Florence Heater 
for as little $1 Down 





There is a size and type 
Florence heater exactly 
suited to your needs. See 
the models on display at 
Heyman’s. 
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Heaters are advertised consistently in newspapers during the 
season. Terms are stressed and full price information given. 


ments and special circulars are 
used now and then.” 

The 15 various models of heater 
carried are all shown on the floor. 
These are arranged back to back 
and the display is located near the 
front of the store. One of the 
aisles from the entrance leads di- 
rectly to this display so that cus- 
tomers must pass this merchandise. 
Displays are usually set up during 
the early part of September. 

Sidewalk displays are also used 
to advantage. Heaters are shown 
in the lobby at the front which is 
a part of the store property. As a 
result, a large percentage of the 
town’s 23,000 population reads 
about heaters in the advertise- 
ments, sees them outside the store, 
and again sees them inside the 
store. There is little doubt in the 
customer’s mind that this is the 
place in which to buy equipment 
of this type. 

“A financing plan is necessary 
to develop satisfactory volume on 
heaters,” says Mr. Heyman. 
“More than 60 per cent of our 
sales are financed, but terms of 
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payment are arranged so that the 
items is paid for before the season 
is ended. Down payments of at 


least 10 per cent of the price of 


the heater are required and if the 
customers can pay more we en- 
courage them to do so. 

“Many customers have old 
heaters that they want to trade-in 
on the new purchases. We seldom 
take a trade-in and when we do 
the heater must be an exception- 
ally good one.” 

Selling heaters successfully re- 
quires a certain amount of investi- 
gation and information about a 
prospect’s home and what he ex- 
pects the heater to do. This data 
is necessary in order that the right 
unit may be recommended. 

“We always try to sell the cus- 
tomer a larger heater than he 
really needs,” says Mr. Heyman. 
“We also check on the home and 
the amount of space to be heated 
if we can. Otherwise, the pros- 
pective buyer may decide on too 
small a heater and this always 
results in dissatisfaction.” 

Although the fall is the best 
season for equipment of this type, 
a very good volume also develops 
in the early spring season. At 
that time, heaters serve as supple- 
mentary equipment after the main 
heating plants have been closed 
down. 

Prices on heaters carried by the 
company range from $12.95 to as 
high as $104.00. Heaters selling 
for $35.00 to $59.50 are the most 
popular, as are the flue type 
models. 


Danger—Men Not at Work 


RGANIZED labor has had its 
own way on most matters in 
recent years, because it was sup- 
ported by majority public opinion. 
But the current outbreak of strikes 
is rapidly changing all that. The 
labor leader who fails to sense the 
rapid reection through which public 
sympathy is being changed to hos- 
tility is due for the shock of his 
life. 
A calm warning is sounded in 
Nation’s Business by Representative 
Hatton W. Sumners of Texas, one 


of the ablest members of either © 


house of Congress. Says Congress- 
man Sumners: 

“Public opinion is _ rapidly 
coming to the conclusion that a 
better method than strikes must 
be found to settle disputes in 
these industries which are pro- 
ducing essential materials. Labor 


had better heed the warning 
which I presume to give as a 
friend: That it is throwing away 
the support of public opinion so 
rapidly that soon public opinion 
will not consider as ‘scabs’ 
people who are going to work in 
these closed-down industries. They 
will consider them as _ patriots 
responding to the call of their 
country’s needs.” 

Representative Sumners declares 
flatly that the pendulum has swung 
so far to the left we now have a 
definite labor administration in 
Washington. Organized labor has 
been given too much power even 
for its own good. Because the Ad- 
ministration is now in a position 
where nothing will discredit it so 
quickly as failure of production, it 
will be forced to disavow any group 
that hinders production. 
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Space between staircase railing and 
display is large enough to permit 
one to inspect items. Sign at top 
shows two comic dogs and supplies. 


Pet Shop Sells $100 
in Supplies Every Month 


‘The compact pet shop 


set-up used by Otto Herrmann, 
Inc., Glendale, N. Y., does a vol- 
ume of about $100 a month. This 
department is both a traffic builder 
and a source of numerous “im- 
pulse” sales. The shop is located 
at the top of the staircase leading 
from the main to the second floor, 
and is in plain view of all going 
to and from the second floor house- 
wares department. 

The pet shop was formerly lo- 
cated away from the staircase. 
Since it has been in its present lo- 
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Below—A closeup 
of the stairway, 
leashes, muzzles, 
harness and dog 
feeding dishes 
which are shown 
upon shelving. 





Next to staircase location is 
an aid in building sales both 
ways for Otto Herrmann, Inc. 


cation, however, it attracts more 
attention and sells more merchan- 
dise. While children seeking pet 
shop items will visit the store 
especially for such articles, adults 
entering the housewares depart- 
ment for other merchandise often 
buy pet shop items on impluse. 
Adults coming in specifically to 
buy a dog collar, dog leash or dog 


biscuit will frequently browse 
around the housewares depart- 
ment making purchases of items 
which they had not previously in- 
tended buying. 

The shop is given attention in 
the store’s catalog, and this, to- 
gether with it prominent location, 
are factors in its good sales vol- 


(Continued on page 81) 
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You still have time to enter the 
August Idea Contest. Closing 
date August 25th. See full de- 
tails in August 7th issue of 
Harpware AGE. 
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Members from all Parts of the Country 
Enter First Idea Contest 


INAL tabulation of 
entries shows that nearly 20 per 
cent of the members registered at 
the time the July Idea Contest was 
announced participated in this first 
discussion. This is an outstanding 
response and the editors of Harp- 
WARE AGE want to take this oppor- 
“tunity to congratulate every mem- 
ber who participated on the high 
quality of each entry and _ the 
sound, practical suggestions that 
were presented. It is evident that 
all drew upon their own experi- 
ences in answering this question 
of the month and every hardware 
employee, young and old, will be 
able to learn and benefit from the 
views of these members. 

Certainly this shows an _ over- 
whelming interest on the part of 
serious minded employees, our 
members, in this club. With reg- 
istrations continually coming in, in 
large numbers, even more mem- 
bers will be taking an active part 
in exchanging ideas on various 
phases of hardware merchandis- 
ing, selling, and management. 

Contestants from all parts of the 
country sent in entries for this 
first discussion. Entries were re- 
ceived from 29 states and one 
from Canada. All sections of the 
country from California and 
Washington to New Hampshire 
and Vermont; and from Michigan. 
to Florida and Texas were repre- 
sented. 

Every member of the club will 
be interested in 
reading the win- 
ning answers 
printed in full on 


these pages. This was a most dif- 
ficult contest for the judges to de- 
cide. All of the entries were of 
such high quality and practicabil- 
ity. 
August Idea Contest 
By the time you receive this 


issue, you will still have several 
days in which to send in your en- 


try for the August Idea Contest 
announced in the August 7 issue 
on page 24. The question is one 
on which every member will have 
information. So send your entry 
on a penny postal card. You would 
be surprised at the information 
members were able to put on these 


cards during the first contest. 





The WINNERS of the 
JULY IDEA CONTEST 


The Editors of HAarpware AGE acting as judges 
have selected the following first, second, and third 
prize winners of the July Idea Contest, which called 


for answers to the question: 


“ve been in the hardware business one year. 
What can I do to become a more experienced 
hardware salesman and improve my position? 


FIRST PRIZE—$5.00 


Won by 
LLOYD H. HIGBIE, 
Weed & Co., 
Rochester, N. Y. 


x * * 


Here are twelve suggestions :— 

1—Be prompt and pleasant in 
your approach. 

2—Vary your greeting to suit 
the customer and the situation— 
remember names. 

3—Be courteous even though 
they are “just looking.” 

1—Listen carefully to customers 
comments and questions. 

5—Open sale with intelligent 





Lloyd H. Higbie 


comments about merchandise. 


6—Handle and display mer- 
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chandise carefully; it enhances its 
value. 

7—Know all the selling points 
of your merchandise. 

8—Increase your sales by sug- 
gestion and build volume by sell- 
ing better merchandise. 

9—Always notice the waiting 
customer with a nod, a question, 
or a smile, 

10—Call back the amount of 
money the customer gives you, also 
name and address. 

11—Try and render more ser- 
vice than you think you are paid 
for. (Extra effort pays extra divi- 
dends. ) 

12—Don’t be a “know it all.” 
You can learn something from the 
other fellow in this interesting 
business. Above all, remember the 
Golden Rule—Treat customers the 
way you like to be treated when 
you shop. They will come back, 
looking for you. 


SECOND PRIZE 


Won by 
MARGARET L. VOLLMER, 
Lyle A. Ziegler Hardware, 
Division of Ace Stores, 
Elgin, Illinois 


x *k 


These hints will help you: 

Be well groomed. 

Be alert and attentive to cus- 
tomers when they enter, to their 
needs, and to their name. Suggest 
other items and close sale quickly. 

Be honest, staunch and loyal to 
your employer. Learn from him 
how you can best serve along with 
improving yourself. Have confi- 
dence in him and in the merchan- 
dise he chooses to sell. 

Be foresighted. Plan your time 
for each day (you may not accom- 


$3.00 








plish everything but have a defi- 
nite goal). Finish every task be- 
gun. Don’t do things half way no 
matter how much you dislike your 





Margaret L. Vollmer 


task. Plan displays and sugges- 
tive selling ahead of the season. 
Don’t bluff. Have a thorough 
knowledge of your merchandise or 
admit your lack of knowledge, then 
get all available information quick- 
ly. (Possibly from another clerk.) 
Study trade magazines. Visit 
other stores on your time off. Pick 
up hints from your daily conver- 
sation about merchandise you han- 
dle and add it to your sales talk. 
Build up a store of knowledge to 


MAYBE YOURE NOT IN THE ARMY 
BUT ITS NO EXCUSE FOR 
LOP-QVER OR SLOUCHING 
PosTuURE =. STANO 











More Ideas on the Next Page 





Win extra money by taking 
part in the September Idea 
Contest. Full details on these 
pages in the September 4th 
issue of HarpWARE AGE. 


add interest to your salesmanship. 
Study comparative values. 

Aim high. Work as if the store 
belonged to you. Keep on wanting 
to improve yourself and you will. 


THIRD PRIZE—$2.00 


Won by 
JOSEPH FOSTER, 
Park Hardware, 
Rochelle Park, N. J. 


xk * 

Five rules for experience and 
advancement in the hardware field. 

1—Know your’ merchandise. 
Study your jobbers’ catalogs thor- 
oughly, know your stock on hand, 
sell special orders, be ready to tell 
the customer the time necessary 
for delivery of special orders, and 
study all new lines thoroughly. 

2—Make the customer feel at 
home and also as if you were his 
best friend. Respect the customer 


Jaseph 
Foster 





at all times, do not take too many 
liberties of a friendship and re- 
member you are a salesman, not 
a pal. 

3—Always be clean. Always be 
conscientious. 

1—Do not be afraid to make 
worthwhile suggestions to your 
employer. He will appreciate the 
interest you show in his business 
and in your position. — 

5—Be ready and | 
willing to do your | ~ 
best at all times. 











Honorable Mention 


The judges award the rating of Honorable Mention and 
a payment of $1.00 to the following contestants whose entries, 
though not winning one of the major prizes, were considered 


worthy of publication. 


RONALD CASEY, Guy Ber- 
vig Hardware, New Rockford, 
V. D., says: 


There are two things which have 
helped me to increase my knowl- 
edge of hardware and also my 
earning power. First, I have con- 
sulted freely with my employer on 
matters not entirely clear to me. 
Secondly, I have canvassed the 
rural communities with selling as 
the motive of course, but also to 
better acquaint myself with the 
people. 

This helps a whole lot because 
they in turn come into the store to 
repay the “social” call and usual- 
ly make a purchase. 


x k * 
FRANCES D. TREIBER, 
Treiber Hardware Co., Dade 


City, Fla., answers: 


Study your stock. Know just 
what you have, what it is used for, 
which of two or more related items 
will do a job to best advantage, 
where it is on the shelf, and the 
price. Find out just why the high- 
er priced item is worth more than 


the competitive. This steps up vol- 
ume. 

Read the descriptions of mer- 
chandise in the jobbers catalogs, 
and national advertising in week- 
ly and monthly magazines. A well 
turned phrase often closes a sale, 
and the above are written by the 
highest paid talent in salesman- 
ship. 

Last but not least, read your 
hardware magazine from cover to 
cover, advertisements and all, for 
they are the very essence of hard- 
ware salesmanship. 


xk * 
MISS LENA DAY, DeVore 


Hardware Co., Inc., Mononga- 
hela, Pa., suggests the follow- 
ing: 


Be alert in waiting on custom- 
ers but do not rush them. 

By explaining the good points 
of the better merchandise you will 
increase your sales and also have 
satisfied customers. When not 
waiting on trade, keep yourself oc- 
cupied by tidying up the store. 

Learn your stock thoroughly 


YOU PAY NOTHING |, 
Any Retail Hardware Employee May Take Part 


Just Register—Paste Coupon on Penny Postal Card—Mail Today 


REGISTRATION FORM 


HARDWARE AGE 


Retail Sales Idea Club, 
100 E. 42nd Street, 


| hereby register for membership in the Hardware Age Retail Sales Idea 
Club. | am a reader of Hardware Age and would like to take part in the activ- 
ities of this club, as often as | can. 


New York, N. Y. 








Name 
Firm St. 
City State 





| am submitting the following question or subject as worthy material for dis- 
cussion by this organization. 











and also the use of every article. 
Be well informed on all merchan- 
dise by reading hardware litera- 
ture and magazines. 

Always remember the customer 
is always right and you should 
never argue with them. 

Be neat in appearance, hair well 
combed, hands clean, and talk in 
a low pleasant voice. 


kk 
W. B. HOPE, 4. D. Hope & 


Sons, McKinney, Texas, submits 
this answer: 


1—Know the stock thoroughly 
to eliminate delay in finding items 
wanted. 

2—Know a sales or talking 
point about each item sold. 

3—Try to remember customers’ 
names. 

4—Use suggestions for extra 
sales. 

5—Above all, be courteous, and 
glad to welcome and wait on each 
customer that you serve. 


xk * 
CHAS. E. MONAHAN, 


Thompsonville, Conn., says: 


Study and work hard. Study and 
know all the lines you carry. Read 
especially the hardware trade 
magazines and don’t skip the 
“ads.” They have more informa- 
tion than you realize. After that 
comes hard work to apply what 
you have read. 


Copy this form on a penny 
post card if more than one 
form is necessary. 
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the Early Business 


The Bay Hardware Co. sold more 
than 40 oil heaters during the 
last season and did it by get- 


ting the 


T HE Bay Hardware 


Co., Point Pleasant, N. J., sold 
more than 40 oil heaters in its 
community of approximately 2,500 
population during the last season. 
This outstanding selling job was 
accomplished mainly by getting 
an early start in displaying and 
promoting this equipment, accord- 
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jump on competition 


ing to Edward Bersek, treasurer 
of the company. 

“Our oil heaters are all on dis- 
play at the front of the store early 
in September,” says Mr. Bersek. 
“We carry from eight to ten 
models of heaters on the floor all 
of the time and this establishes us 
as an important source of supply 
for this equipment in our com- 
munity. 


“Throwing open our unusually 
wide front doors puts the display 
of heaters within easy access of 
persons passing the store. On 
chilly mornings, many of those 
who are passing by stop to ex- 
amine this equipment and, of 
course, this is an ideal time in 
which to sell heaters. We usually 
have one of the units operating on 
these mornings and this always 
creates interest.” 

This company stresses its ser- 
vice in selling this equipment. 
Proper installation of the heater 
is one of the most important fac- 
tors in complete operating satis- 
faction, and every heater sold is 
installed properly. Seeing that it 

(Continued on page 75) 


33 








How to Merchandise | | 


“Treat the gun enthusiast right 


and you have not only his trade 
but that of other members of 


his family for a wide variety 
of hardware and allied lines” 


(Grune ammunition 


and the various related items of 
interest to hunters and target 
shooters provide the hardware 
dealer with good profits and help 
build customer traffic, which is 
the life stream of every retail 
store. Whether a man or boy— 
not forgetting the ladies—lkes 
hunting or confines efforts to tar- 
get shooting, the store that caters 
to such sporting needs is building 
profit-making friendships that will 
last for years. Treat the gun en- 
thusiast right and you have not 
only his trade but that of other 
members of the family for a wide 
variety of hardware and _ allied 
lines. Have what shooters and 
hunters want, and let them know 
that you have such lines by ad- 
vertising, display and a knowledge 
of your stock. 

It is estimated that ammunition 
and arms for sporting purposes 
sold in this country in 1940 had 
a retail value of from $70,000,000 
to $80,000,000. Sales of such 
equipment, so far this year, are 
said to be at about the same rate 
as in 1940. Indications are that, 
barring any curtailment which 
might be necessitated by the de- 
fense program, this year’s sales 
should reach as high a volume as 
last year. 

There is profit in guns and 
ammunition for the dealer who 
really gives attention to this busi- 
ness. For the dealer who has been 


doing a good volume in this mer- 
chandise, but wants to do even 
better, HARDWARE AGE presents a 
number of ideas to use for a big- 
ger and better sports arms and 
ammunition business. 


Here’s How To Sell ’Em! 


1—Know the game laws. 


Keep informed as to state and 
federal game laws, and have your 
firearms and other sporting goods 
salesmen equally well posted. 
Some dealers have mimeographed 
or printed copies of game laws 
for distribution to customers and 
prospects. This is an excellent 
good will building idea. 


2—Know your firearms. 


A Connecticut dealer handling 
firearms says, “If a beginner 
wants the wrong type of gun, we 
will give advice as to the proper 
type.” When new or improved 
models are added to your stock, 
be sure you and your salesmen 
read the circulars and other avail- 
able data on them and are thor- 
oughly acquainted with their fea- 
tures. 


3—Participate in gun clubs. 


If you want to sell guns and 
ammunition to clubs and _ their 
members you should participate 
in club activities. As in any other 
sport or hobby, the salesman who 
tries to force sales to members of 


clubs, with which he is affiliated, 
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is going to lose out completely. 
An eastern hardware dealer, 
whose salesmen participate in 
club activities, sells to members 
of such groups as the result of 
this friendship and knowledge. 
But he does not try to take ad- 
vantage of their membership. Says 
this dealer, “One of our salesmen 
visits locations where clubs are 
building new ranges to assist in 
their construction. Thus, he be- 
comes friendly with many shoot- 
ers. He is also a frequent par- 
ticipant in matches.” An Illinois 
hardware dealer started a trap 
shooting club, pleasing local 
shooters and giving profit to the 
store. 


4—Have a bulletin board for 
shooters 


Many hardware dealers find it 
advantageous to maintain a bulle- 
tin board for both hunters and 
range enthusiasts. Copies of game 
regulations are displayed here to- 
gether with informative and even 
humorous clippings from papers 
and magazines of interest to gun 
owners. Circular matter on new 
arms and ammunition and on gun 
accessories and hunting clothing 
is also shown. 


5—Accept trade-ins. 


A Kentucky hardware store ad- 
vertised its willingness to accept 
in trade “any type of used gun 
on the new gun you may select.” 
The dealer was thinking in terms 
of modern used guns. However, 
many antique models were brought 
into the store and were accepted 
as promised. Antique guns were 
exhibited in the store causing 
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considerable interest and creating 
much traffic. As the result of its 
offer, the store sold 2,500 new 
and used guns in three years in 
a community of 13,000 popula- 
tion. 


6—Offer a prize for the biggest 
deer. 


Following the custom of a New 
Mexico dealer, offer a rifle as a 
prize to the hunter who brings 
in, for weighing, the biggest deer 
shot during the season. Require 
that the hunter shall have regis- 
tered at the store before starting 











“Many hardware dealers find it 

advantageous to maintain a bulle- 

tin board to both hunters and 
range enthusiasts.” 


on his trip. It is better not to 
require the participants to make 
purchases nor pay any fees. 


7—Maintain a shooting range. 


A Pennsylvania dealer who 
maintains a rifle range in his 
basement permits school teams to 
use it. Adults pay 50 cents and 





junior 25 cents. Targets are pro- 
vided free of charge. Many of 
the shooters buy their ammunition 
at the store. A Wisconsin hard- 
ware dealer sponsors outdoor 
meets and also has an _ indoor 
range. Mens’, boys,’ womens’ and 
girls’ clubs were started by the 
store. An Ohio hardware store 
with a cellar range offers mem- 
bership for $5.00 a year. Those 
who prefer a “pay-as-you-go” 
membership pay 15 cents each 
time they use the range. Rev- 
enue so obtained pays for light, 
targets and other upkeep expenses 
and provides a fair margin of 
profit. : 


8—Make shooters comfortable 
in your store. 

Space permitting, provide some 
place where hunting and shooting 
fans may swap experiences, etc. 
Comfortable seating arrangements 
are particularly desirable for spec- 
tators at a range. An Ohio store 
with a basement range decorated 
the adjoining lounge rooms with 
old time muskets, powder horns, 
etc. The room was finished in co- 
lonial style and was large enough 
to give spectators plenty of loang- 
ing space where they could see 
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“A display booth, suggesting a 

hunting lodge, helped a southwest- 

ern dealer to greatly increase his 
gun sales.” 


the shooting without being close 
to the shooters. 


9—Have a hunting lodge type 
display. 

Showing guns, ammunition, ac- 
cessories, etc., in a display booth 
or room suggesting a hunting 
lodge helped a southwestern deal- 
er to greatly increase his gun and 
related line sales. The front of 
the lodge was also embellished 
with antique firearms and equip- 
ment as well as some new items 
necessary for hunting trips. 


10—Run a hunters’ safety con- 
test. 


To increase store traffic, a 
Pennsylvania dealer conducted a 
hunters’ safety contest, partici- 
pation in which entailed no ex- 
pense or obligation. Twelve sim- 
ple questions, pertaining to hunt- 
ing safety factors, were asked and 
worth while prizes were offered. 
The company’s ads announced 
that, “In order to assure the great- 
est possible safety to hunters dur- 
ing the coming season we an- 
nounce this Hunters’ Safety Con- 
test. Come to our sporting goods 
department today and get your 
questionnaire.” 


11—Hold a smoker for men. 


“The best way to sell hunting 
supplies is to get as close to the 
hunters as possible,” says a Mis- 
souri dealer. He and his son con- 
ducted a gun party and smoker 
at the store. Only men were in- 
vited, cigars and cigarettes being 
provided by the firm. Local and 
out-of-town sportsmen visited the 
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store. Guests handled guns, rifles 
and revolvers and pistols, swapped 
yarns and got better acquainted 
with the store staff and with each 
other. Men who had never pre- 
viously been in the store were 
there for the smoker. No attempt 
was made to make sales, although 
some visitors made _ purchases. 
During the following weeks con- 
siderable business resulted from 
the party. 

12—Operate a service depart- 
ment. 


An Ohio hardware firm pro- 
vides service on arms, including 
repair jobs and realigning of 
sights, etc. By providing reliable 
and prompt service the store does 
business with police departments 
as well as with sportsmen in the 
surrounding territory. 


13—Maintain a skeet field. 


The hardware dealer in a com- 
munity where no skeet field is 


“Men who had never previously 
been in the store were there for 
the smoker.” 


available, can build good will and 
boost sales by starting one. A 
North Dakota dealer says of his 
store’s skeet field that he finds, 
“that it creates sales for guns and 
ammunition in the summer time, 
which we would not have without 
skeet.” 


14—Sponsor shooting exhibi- 
tions. 


Expert marksmen employed by 
arms and ammunition manufac- 
turers are available. at times, for 
exhibitions. The dealer who spon- 
sors either an indoor or outdoor 
exhibition is creating lots of good 
will and will get considerable 
printed and word-of-mouth pub- 
licity as a result. 


15—Use window displays with 
hunting atmosphere. 


With the approach of the hunt- 
ing season, install a _ carefully 
executed hunting scene in a win- 
dow. Some dealers make their 
displays more realistic by includ- 
ing live pheasants, etc. The show- 
ing of some guns and a few au- 
tumn leaves is not nearly as effec- 
tive as a real hunting scene. A 
variety of hunting equipment and 
merchandise used for hunting 
trips can be shown in life-like 
settings, that attract attention, not 
only because of the attractiveness 
of the display but because of the 
interesting arrangement of mer- 
chandise. Real earth, plants, etc., 
add to the atmosphere of a hunt- 
ing window. 


16—Know local game condi- 
tions. 


Drive around the country served 
by your store and check on game 
conditions. Some farmers will 
gladly allow well-behaved sports- 
men to shoot on their farms, for 
a fee of so much per bird killed. 
or on some other basis. A record 
of the farms on which hunting 
privileges are available should be 
obtained for the benefit of hunt- 
ers. It is also well to record the 
names of farmers who will not 
permit hunting on their acreage. 
This will save your customers 
considerable inconvenience and 
embarrassment. 


17—Offer a layaway plan. 


A West Virginia dealer, taking 
a leaf from the Christmas club 
(Continued on page &1) 


“Expert marksmen employed by 

arms and ammunition manufac- 

turers are available, at times, for 
exhibitions.” 
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LIKE A PRIZE-FIGHTER 
AND A SURGEON — 


That’s the difference 
between Kleanbore Ul- 
SPEED and Kleanbore NEW 
AND IMPROVED .22’s! 


A prize-fighter has to be accu- 
rate to land his punches right. 
But, most important, he’s got 
to have power. That’s what 
counts. On the other hand, a 
surgeon must possess precise, 
hair-lined accuracy to be a 
success in his profession. The 
same distinction applies to .22 
ammunition — Kleanbore Hi- 
Speed .22’s pack a terrific 
wallop—Kleanbore New and 
Improved .22’s are superlative- 
ly accurate. Be sure to give 
your customers the ones they 
really want. 


( Advertisement) 
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CAN YOU HANDLE WOMEN? 


We went into a hardware store the other 
day, and commented on how trim and in- 
viting everything looked. The owner 
laughed, “You know,” he said, “it took a 
bawling out by my wife to get this store 
looking like it does. 


“She breezes in one day, and caught her 
dress on a display of paint cans. ‘John,’ she 
said, ‘no wonder your sales stay about the 
same. People have got to want something 
before they come in here. You’re missing 
a big bet. Women buy most of the goods 
sold in this country. Why don’t you go 
around to the other stores and see how they 
sell?’ 


“Well, I did. I came back here and made 


a list. I arranged my stock to get better 
traffic flow. I put demand items to the 
back, arranged related items near one an- 
other. I put things out so that people could 
see them, but not trip over them. 


“Well, women did come in—and they 
bought. But having the right stock ar- 
rangement made sales to both men and 
women easier. My wife sure was right—but 
I wouldn’t tell her for the world.” 











JUST WHAT ISA 
SECONDARY SALES 
POINT? 





LISTEN, DEAR— SINCE 1 GOT 
YOU THAT NEW MODEL 
5SO FOR YOUR BIRTHDAY, 


1 WONDER HOW MANY 
SKINS IT WOULD TAKE 
TO MAKE A MINK COAT? 


power. Actually 





We know that the major 
feature of Nitro Express 
shells is their terrific 
though, 
we’ve gotten so many 


Kleanbore,’’ ‘‘Hi-Speed,’’ ‘‘Wet-Proof,’’ ‘‘Nitro-Express’’ 
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letters from delighted cus- 
tomers about the Wet- 
Proof construction of these 
shot shells that we wonder 
if it isn’t more important 
than we thought. People tell 
us how these shells have 
been soaked in water and 
yet fired perfectly, how well 
they feed and eject in all 
kinds of weather, how they 
resist moisture in damp cli- 
mates. ... Add their other 
points—their green bodies 
corrugated for easy hand- 
ling, and Kleanbore prim- 
ing for clean gun barrels, 
and you’ve really got a sell- 
ing story on Nitro-Express. 





“THE WHITE HUNTER 
SAID IT COULDN’T BE 
DONE...” 


*... But my soft point Core-Lokt 
bullet went right through that lion! 
My guide had insisted that a gun of 
this caliber (.30-06 with 180 grain 
bullet) could not shoot a soft-point 
bullet through a lion at 50 feet... 
it did, and that lion never stirred 
after he was hit.”” (A hunter’s act- 
ual experience. ) 


* * * 


These new bullets’ travel 
straight and true, penetrat- 
ing deeply. Their controlled 
expansion feature causes 
them to mushroom to about 
double caliber at all hunting 
ranges for tremendous stop- 
ping and shocking power. 
They’re perfect for all medi- 
um and big game. They’ll 
make your big-game selling 
season a success this fall. 


S. Pat. Off. ‘“‘Core-Lokt" is a trade mark of Remington Arms Co., Inc., Bridgeport, Conn 
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ADVANCES 


Some axes. Malleable clevises. 


Pencils, etc. 


Leather soles, heels, etc. Wooden chairs, desks. 


Some pumps. Pump leather. 


Some gas stoves, heaters. 


Sweat pads. 


Some cast stove hollowware. 


Stove boards. 


Stokers. One line roofing nails. Cap, set screws. 


Some poultry accessories. 


Cocoa mats, mattings. Tires, tubes. 


Some cork products. Galv. hose clamps. Galv. pipe straps. 
Some roofing items. Soil pipe fittings, etc. Turpentine. 


Linseed oil. Roof coatings. 


First, second quality steel goods. 


Some third quality steel goods. Shovel, steel goods repair handles. 
Pipe vises, cutters. Chain wrenches and parts. Carbon wrenches. 


Hacksaw frames. Some saw handles. 
Bar, carriage clamps. Hand screws. 


Lever saw sets. Sisal twine. 


Garden plows, cultivators. 





PRIORITY CONTROLS — For 
the second time in 23 years, the 
government ordered all steel to be 
diverted to defense use where nec- 
essary for national defense re- 
ported The Iron Age, in its Aug. 24 
issue. Makers of peacetime prod- 
ucts must live off the leavings. 
After months of straining and 
stretching by steel makers to swell 
production — which at 47,730,225 
net tons for the first seven months 
of 1941 was 63 per cent above the 
output for the corresponding period 
of 1917—defense agency leaders 
concluded that there was not 
enough steel for “immediate de- 
livery” for all defense and peace- 
time uses. The Director of Prior- 
ities may issue special directions to 
producers to deliver steel in fulfill- 
ment of specific defense needs and 
according to the provisions of the 
priority order can sit in at the Fri- 
day and Saturday meetings at 
which steel plant operating men 
stage their weekly struggles to 
draw up mill schedules for the fol- 
lowing seven days. Of growing 
gravity to steel consumers and pro- 
ducers is the growing scrap short- 
age. Largely because of this short- 
age, steel operators dropped a full 
percentage point this week to 98.5 
per cent. 

On Aug. 2 copper was placed un- 
der full priority control, so that all 
copper shipped from_ refineries 
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after Aug. 6 is subject to O.P.M. 
allocation certificates. July statis- 
tics show the zinc position im- 
proved somewhat during the month 
with a 2233-ton increase in stocks 
on hand, to a total of 9737 tons, the 
best backlog since January. July 
output set a new high record of 
66,419 tons. 

Sufficient materials and supplies 
are to be allocated to manufactur- 
ers of tin cans, necessary to pack 
the current food,crop, this supply 
taking, temporarily, the highest 
civilian preference rating. 

* * * 

Axes—One maker of axes ad- 
vances prices 50 cents per dozen late 
in July. 

a a 

Lawn mowers — Some makers 
have not announced definite prices for 
1942 because of inability to get definite 
prices on materials from their sources 
of supply. 


oo at a 


Malleable clevises — As of. 


Aug. 1 leading makers advanced prices 
on malleable clevises from 10 to 15 per 
cent. Delivery dates are getting longer. 


a a ap 


Galvanized ware — All sellers 
accept orders, if at all, subject to their 
eventual ability to obtain zinc, and to 
prices prevailing at time of shipment. 





Leather soles and heels 
Several makers of soles, heels, taps and 
strips raised prices about 10 per cent 
on this general line, effective Aug. Ist. 

* * me 

Pipe vises, etc.—As of Aug. 1 
| ading lines of pipe vises, cutters, chain 
wrenches and parts were advanced about 
10 per cent. Similar markups were re- 
ported on carbon wrenches. 

m x 

Pencils, ete.—Eagle Pencil Co. 
recently advanced prices approximately 
10 per cent on its complete line of 
wood pencils. Automatic pencils, pen 
holders, erasers and compasses were 
also increased. 

my cad * 

Chairs and desks 
Desk Co. issued new price lists effec- 
tive Aug. 1, marking up their line of 
wooden chairs approximately 5 per cent. 
Similar increases are reported on sev- 


Indiana 


eral numbers of desks. 
% be x 

Cotton gloves — Leading mak- 
ers of cotton work gloves and huskers’ 
mittens are generally sold up through 
November, and new orders for this sea- 
son are hardly welcomed. Recent heavy 
price increases asked by some makers 
indicate an effort to discourage buying 
toward the future, as some companies 
do not expect to be able to make de- 
liveries. 

* us * 

Solder — One solder maker’s 
distributors were notified that all orders 
now are being accepted, subject to the 
company’s ability to secure raw mate- 
rials. Delivery promises are subject to 
revisions necessitated by the receipt of 
defense preference orders, or other prior 
Government requirements. 

a w HE 
Large steel pipe and conduit 
Steel pipe manufacturers may only 





PRICES 
WITHDRAWN 


Cotton, jute, hard fibre twines. 
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States comprising regions in these charts: 
New England—(Conn., Maine, Mass., N. H., R. L, Vt.) 


Middle Atlantic—(N. J., N. Y., Pa.) 


East North Central—(Ill., Ind., Mich., Ohio, Wis.) 
West North Central—(lowa, Kan., Minn., Mo., Neb., N. D., S. D.) 
c 


South Atlantic-—(Del., D. C., Fla., Ga., Md., N. C., S. 


East South Central—(Ala., Ky., Miss., Tenn.) 
West South Central—(Ark., La., Okla., Texas.) 
Mountain—(Ariz., Colo., Idaho, Mont., Neb., N. M., Utah, Wyo.) 


Pacific—(Calif., Ore., Wash.) 


sell lap weld pipe on those orders hav- 
ing a priority rating of A-2 or better. 
This will affect diameters of steel pipe 
and conduit 3'% inches and larger, and 
the ruling covers not only black and 
galvanized pipe, but also black, electro- 
galvanized, and hot galvanized conduit, 
elbows and couplings. 
* * % 

Pumps, etc.—As of Aug. 9 one 
pump manufacturing company increased 
its prices 10 per cent, leaving former 
lists and discounts unchanged, but add- 
ing 10 per cent, hereafter, to the amount 
of each invoice. One company advanced 
pitcher spout pumps, Aug. 1, about 10 
per cent. Pump leather prices advanced 
about 10 per cent in July. 

* oo * 

Cast stove holloware — One 
line, including griddles, kettles, etc., 
was recently advanced with changes 
ranging up to 20 per cent. Another line 
advanced in June was subject to fur- 
ther increases of about 10 per cent on 
some of its best selling numbers, as of 
July 16. 

* * 

Gas stoves, heaters——Some gas 
range and stove makers announced, as 
of Aug. 11, advances of about 5 per 
cent in their lines. Interruptions of iron 
and other materials supplies indicate a 
large cut in production. As of Aug. 1 
one company advanced prices on gas 
heaters about 5 per cent. 

a m as 

Horse, cattle clippers—Man- 
ufacturers of horse and cattle clippers 
have had much difficulty in obtaining 
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materials, and certain models have not 
been available for months. Leading 
makers, however, expect to be able to 
furnish some of these machines by the 


end of August. 


Sweat pads The American 
Pad & Textile Co., Greenfield, Ohio, 
issued a new price list, as of Aug. 6, 
with an advance of from 5 to 7 per cent 
on its higher priced (deer hair) sweat 
pads, and an increase of approximately 
15 per cent on competitively priced 


yellow pads. 


Stove boards — On Aug. ll a 
mark-up appeared in a new price list 
from American Stove Board Co., in- 
creasing various boards 25 to 75 cents 
per dozen, because of cost increases and 
uncertainties. The season’s opening 
prices, early this year, were about the 
same as those ruling a year ago. 

oe sd 

Coal stokers—FEarly in August, 
Iron Fireman Mfg. Co. increased prices 
of its stokers 7 per cent, the first in- 
crease in recent years. 

* me * 

Cap and set screws—Late in 
July, leading makers raised base dis- 
counts on hexagon head cap screws 
from 64 per cent to 60 per cent, and on 
fillister head from 51 to 46 per cent. 
Flat head cap screws, formerly 36 per 
cent, are now at 30 per cent base. 
Standard square head steel set screws, 
formerly 71 per cent base, now are 68 
per cent; and headless set screws have 
advanced from 60 per cent base to 55 
per cent. 

tg mK 
Poultry accessories— Many elim- 
inations of variety and materials are 
under way by leading makers of sheet 
steel poultry supplies. The “leader” 
items of galvanized feeders and founts 
are very scarce, and remaining patterns 
were advanced, about Aug. 1, ranging 
from 5 to 10 per cent increase. The new 
figures are subject to further change 
and perhaps soon. To conserve galvan- 
ized sheets, these will be used, when 
available, only for feeders and founts, 
while such items as brooders and can- 
opies will probably be fashioned from 

black sheets, and perhaps painted. 

ut a * 

Cocoa mats—cork products— 
Shortage of space on boats, and higher 
insurance rates, contribute to a new 





Collection percentages are obtained by dividing the collections on accounts during the 
month by aecounts receivable outstanding at the beginning of that month for an identical 
group of firms. 


39 





The Hardware Age Blackboard 


Stock-sales ratios are percentages obtained by dividing the cost value of stocks by sales 


of an identical group of firms. 


advance on cocoa mats and matting of 
about 10 per cent, effective Aug. 8. 
Cork products have been sharply af- 
fected by the import uncertainties. A 
recent mark-up of about 10 to 20 per 
cent on bottle and can corks is reported, 
and all cork composition fabrics are 
more or less affected. 
* w a 
Garden hose—With most mak- 
ers filled for many weeks with emerg 
ency orders for heater hose, regular 
trade orders are accepted only from old- 
time customers, and for delivery at 
factories’ “earliest convenience.” Prices 
are effective only from day to day, with 
no figures available for early 1942 fu- 
tures until at least September. On July 
21 some makers of galvanized hose 
clamps announced increases of about 
10 per cent. 
* * * 
Prepared roofing —The Barrett 
Co., New York City, early this month, 
advanced prices on some special roof- 
ing and flashing items, including 18- 
inch Everlastic mineral-surfaced rolls, 
also 32-inch mineral-surfaced rolls with 
no fittings and no selvage. Three widths 
and three weights each of smooth-sur- 
faced Tomahawk flashing strips also 
were slightly advanced. The mark-up 
on all was approximately 5 per cent. 
In July, The Barrett Co. commenced 
producing tar-saturated felts in 36-inch 
width instead of 32-inch, leaving the 
square foot content and weight per roll 
unchanged, and continuing the same 
prices. 
* 7 + 
Nails, wire, etc.— The tight 
supply situation is spreading in nails 
and other hardware wire products, with 
shipping dates distressingly slower, even 
on orders taking fairly high priority rat- 
ings. The demand for wire nails is espe- 
cially heavy from all sections, many 
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distributors finding it necessary to limit 
quantities shipped, and to confine their 
sales to regular customers only. De- 
fense housing activity in many areas 
has reached such a major scale that 
nails for ordinary residential building 
or farm use have to wait. Wire and 
fencing shipped into the agricultural 
areas continue heavy in volume, with 


some shortages and delays. 
* * * 


Plumbing accessories—FEffec- 
tive Aug. 5, Emory Pipe & Foundry Co. 
advanced prices on all cast iron plumb- 
ers’ specials 20 per cent above its July 
15, 1939, schedule. Included are soil 
pipe fittings, cistern rings and covers, 
floor drains, bar grates, cess pools, etc. 
Effective Aug. 15, Accurate Mfg. Co. 
changed its resale discount from 50 per 
cent to 40 per cent off lists on revolving 


ventilators and bases. Effective Aug. 6, 
Jarecki Mfg. Co. announced an increase 
in price, averaging from 5 to 7% per 
cent, on malleable cast iron pipe fittings. 
Grabler Mfg. Co., on Aug. 1, notified 
its jobbers of advanced price sheets to 
be mailed shortly, affecting all malleable 
cast iron drainage and brass fittings. 
Because of extremely heavy calls, Grab- 
ler is requiring from customers, pri- 
orities for all defense orders, and affi- 
davits covering customers’ proportion of 
non-defense business. Galvanized pipe 
straps were raised Aug. 4, by some 
sellers, as much as 20 per cent. 


a ue 2 


Automobile and bicycle tires 

-Both automobile and bicycle tire 
makers have been requested -to discon- 
tinue the making of white sidewall 
tires, effective Aug. 23, and to furnish 
black tires only. In the case of auto- 
mobile tires, it takes about 2 pounds 
more of crude rubber to make a white 
sidewall tire than a black, so the saving 
of rubber by this move will be very 
substantial. On Aug. 1, Seiberling Rub- 
ber Co. announced a 5 per cent in- 
crease in its prices of tires and tubes, 
to dealers and consumers alike. Several 
other companies announced a 2.4 per 
cent increase in retail list prices of 
tires, with Federal Excise Taxes ex- 
cluded from listed prices. Tightening 
rubber priorities are restricting the 
monthly consumption or processing of 
rubber by each manufacturer, to a 
quota not to exceed the following per- 
centages of average monthly consump- 
tion from all sources during the 12 
months ending March 31, 1940: August, 
94 per cent; September, 89 per cent; 
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How Well Do You Know the 


Hardware Business? 


1—Name five adjective expres- 
sions which we have derived from 
items in the hardware store—such 
as, “hard as nails.” 

2—If you are a radio fan, you 
know that Charlie McCarthy’s favor- 
ite expression is taken f-om a famil- 


iar item seen these days on many. 


parks and lawns. What is it? 
3—Many slang expressions have 
originated from articles found in a 
hardware store. Such as “pan” 
which means to boo, or to find fault. 
Can you name at least four? 
4—Grammarians say that the 
American language is one of the 
most colorful. Many of these color- 


ful expressions are derived from 
hardware store items, such as: ham- 
mer—to hammer away at an ob- 
stacle. Can you name at least five? 

5—Chinese murders are usually 
committee by —-———— men. 

6—You could find two suits in a 
deck of cards in a modern hardware 
store. What are they? 

7—What was lost for want of a 
tiny hardware sto e item? 

8—Through common expression, 
many items found in a hardware 
store seem to “go together,” such as 
“ham and eggs.” Can you name at 
least two? 

(Answers on page 86) 
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THAT COKES COAL— 


BURNS GASES 


KOL-GAS **:: 


The NEW-TYPE SELF-FEED HEATER 
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SALES OPPORTUNITY 
IN THE NATION! 


KOL-GAS has started a hurricane of interest that is 
sweeping the country like wildfire. Inquiries are 
pouring in from every quarter of the compass. Surely 
as the sun shines, KOL-GAS is the heater sensation 
—the profit strike—of the year. Don’t wait and be 
sorry—act today—be ready to cash in! 


KOL-GAS is the amazingly advanced heater of the new 
self-feed type—the “two-in-one” heater that delivers both 
radiant and circulating heat—the heater that makes coal 
heating convenient as well as amazingly economical. Its 
big fuel magazine holds 100 lbs. of coal. It quickly cokes 
the coal; then burns with intense heat, practically without 
smoke or soot. Leaves no clinkers. Saves work. Saves 
fuel. Saves money. 


KOL-GAS is engineered right—built right. There is no 
other heater like it—no other heater with its scientific Heat 
Booster that makes KOL-GAS both super-efficient and 
super-safe. But don’t wait for details. Write Dept. H. 
today—nail down your territory for the big winner— 
KOL-GAS. 


KOL-GAS advertising is bringing inquiries from every part of the nation. 
You will get your share of these prospects when you sign up with KOL-GAS. 


Chicago, 11. Milwaukee, Wisconsin Pittsburgh, Pa. 
Bell & Zoller Coal Co. John Pritzlafi Hardware Eastern Stokol Corp. 
Cincinnati, Ohio Company Pueblo, Colorado 
The York Supply Co. Minneapolis, Minn. Holmes Hardware Co. 
Cleveland, Ohio Hall Hardware Company Salt Lake City, Utah 
Eastern Stokol Corp. Salt Lake Hardware Co. 
Dayton, Ohio uci sn, ee St. Louis, Mo. 
The York Supply Co. aT NERS 0. Missouri Stokol Corp. 
Evansville, Indiana Ottumwa, lowa Toledo, Ohio 
Small & Schelosky Co. Harper & Melintire Co. Jos. B. Smith Co. 


KOL-GAS HEATER COMPANY 


COTTON STATES BUILDING — NASHVILLE, TENN. 
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October, 84 per cent; November, 82 pe 
cent; December, 80 per cent. 
> . + 

Turpentine, etc.—Due to the 
extremely large government purchases 
(720,900 gallons in one “deal” re- 
ported), which dip heavily into current 
output, there were sharp advances in 
turpentine prices on several successive 
days in early August. The total rise 
was 16 cents per gallon, from July 22 to 
Aug. 8, inclusive. Linseed oil advanced 
1% cents per gallon on Aug. 4, restor- 
ing the July 16 price level, after an 
intermediate dip. On Aug. 1, a 1 cent 
per gallon advance on roof coatings was 
announced by the American Marietta 
Ce. Some large wholesalers have been 
notified by the factories from whom 
they buy anti-freeze (largely made of 
alcohol) not to accept further orders, 
and to set aside all their stock on hand, 
holding it for factories’ shipping in- 
structions. 

+ e te 

Hand farm tools, etc.—Lead- 
ing makers of steel goods issued, early 
this month, new opening prices for 1942 
on first and second quality lines, show- 
ing mark-ups of about 5 per cent over 
last year’s quotations, excepting on 
heavy goods. A few third quality items 


RRY” CARTOONS ON PARADE 


“HARDWARE H. 





The Williams Hardware & Paint Co., 3222 Lawrence Ave., 


were advanced at the same time about 
10 per cent over a year ago. There has 
been no change on heavy goods. Job- 
bers are cautioned that the present 
mark-up is probably not final, and that 
further increases are likely before the 
actual spring season arrives. Some 
scythe makers advanced prices from 
8 1/3 to 10 per cent as of Aug. 1. Bush 
hook prices were also advanced. As of 
July 15 Bartlett Mfg. Co. advanced tree 
trimmer prices about 10 per cent. Lead- 
ing makers announced advances averag- 
ing about 10 per cent, early this month, 
on garden plows and cultivators. Some 
makes of repair handles for steel goods 
and shovels were advanced about 5 per 
cent earlier this month. 

. * * 

Tool lines — Tool plants con- 
tinue at practically capacity operation, 
with shortages for civilian distributors 
and users getting more pressing. Many 
tools are now almost impossible to get, 
supplies of others are limited and de- 
liveries are for indefinite dates. Fin- 
ishes in many instances have already 
been changed from chromium or nickel 
plated, to polished or black, as a re- 
quirement for conservation. Leading 
lines of pipe vises, cutters, chain 
wrenches and parts were advanced 


about 10 per cent earlier this month. A 
similar mark-up has been reported on 
carbon wrenches. One line of hacksaw 
frames was advanced about 33 1/3 per 
cent by one maker, who also advanced 
lever saw sets about 13 per cent. As 
of the same date advances ranging from 
10 to 20 per cent were reported on hack- 
saw frames of another company’s line, as 
well as screw drivers, chisels, etc. Cross- 
cut saw handles were advanced by one 
company about 10 per cent as of July 
31. Early last month bar and carriage 
clamps and hand screws were advanced, 
by leading makers, from 5 to 15 per 
cent. 
& a a 

Rope and twines — Cordage 
mills are greatly disturbed at the pos- 
sibility of the Far-Eastern situation af- 
fecting production and shipments of 
manila fibre, already hampered by 
shortage of vessels to do the carrying. 
Prices of manila rope are very firm at 
the recent advances. Deliveries are 
running from several weeks to some 
months behind. Some makers of sisal 
twines have raised prices another cent 
per pound this month. Orders are ac- 
cepted subject to prices ruling at time 
of shipment, and earliest deliveries 

(Continued on page 88) 





Chicago, Ill., has been making good use of the 


“Hardware Harry” cartoons which are designed by Wesley Treloar and which have been appearing regularly 
in Harpware Ace for the past several months. The cartoons are attached to the inside of the store’s display 
window and have attracted great attention from the passersby. Readers start at one end of the window and work 
their way clear to the other, inspecting each cartoon as they go. Sometimes traffic has been stopped to such an 
extent that the entire store entrance has been filled. 
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“CALLING ALL 


Here's a window display that will stop ‘em, 
make ‘em look, march in and BUY. It's a pre- 
tested puller, the kind that increases not only 
the sale of WELDWOOD GLUE, but general 
store sales as well. That's the kind of window 
you are after — one that grips ‘em by the coat 


and BRINGS ‘em in. 


If you are a regular purchaser of WELDWOOD 
GLUE send the coupon attached to your firm 
letterhead, stating approximate date you will 
use the display (include your jobber’s name). 


Act at once — the supply is limited. 


‘WATERPROOF 


(00 wane 


This 9-COLOR WELDWOOD 
GLUE WINDOW DISPLAY, 
combines printing with silk 
screen to produce a brilliant eye- 
catching sales-maker. Extreme 
size 301/."%271/."x7". Superbly 
die cut. Third dimension giant 
can of WELDWOOD GLUE. 
Very easy to set up. 


WELDWOOD GLUE is pack- 
aged in 10¢, 25¢, 50¢ and 85¢ 
cans for over-the-counter sales 
and in S- 10- and 25-lb. cans for 
industrial purposes. 


PASSERS-BY” 


Backed by the large consumer demand for this 
modern plastic, cold setting glue and the large 
national advertising campaign in some 40 
magazines including consumer, hobby, boating, 
and industrial magazines. 


Remember too, WELDWOOD GLUE has been proven 
the best of the new synthetic resins. Laboratory and shop 
tests confirm all claims to STRENGTH, WATERPROOF, 
STAIN-FREE, ROT-PROOF and ENDURING qualities of 
this one part plastic glue, that sets cold—without heat or 
hardener. There is no complicated formula to follow—no 
waiting—important features your customers will appre- 
ciate. You canbuy WELDWOOD GLUE from most jobbers. 


UNITED STATES PLYWOOD CORPORATION 
World's largest producers and distributors of PLYWOOD 


616 WEST 46TH STREET 


NEW YORK, N. Y. 


wae a= eAttach to firm letterheadam am am a, 


our window about (date) 


UNITED STATES PLYWOOD CorP. | 
As dealers in WELDWOODGLUE we | 
would like to use the 9-color Display in i 
PLASTIC RESIN ; 
a 


| 


WATERPROOF GLUE ees 
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Promote Radios and School 
Supplies Now 


Ries ready 


again for “school time” schedules 
usually means that certain equip- 
ment in the household must be 
replaced or added. Many items in 
the average retail hardware store 
will be needed and can be used, 
so start now to bring these lines 
to the attention of prospective pur- 
chasers. 


Sporting Goods 
Football and basketball equip- 
ment is about the first thing the 
average American boy thinks of 
when answering the “return to 
school” call. These items should 


be included in any window dis- 
play installed at this time. Few 
boys will be interested in the high- 
est quality equipment, so feature 
the popular priced items, outfits 
the boys can afford to buy out of 
their own funds. 


Gym Suits 


This is something most every 
boy and girl attending the average 
high school will need since gym 
class exercises are an important 
part of the school curriculum in 
most places today. Bring suits, 
shoes, and accessories to the atten- 
tion of these prospective custom- 
ers. 


Roller Skates 


Don’t overlook the needs of the 
younger folks whose main interest 
in their return to school will be a 
new pair of roller skates, possibly 
ball bearing ones. This item is 
always a good seller and popular 
priced competitive lines will sell 
best if mass window and table dis- 
plays are developed. Be sure to 
use a large show card on both 
displays. 


Sell Bicycles 


One of the best times to sell 
bicycles is also at this time of year. 
September and October rank high 
in list of months in which bicycles 
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SCHOOL SUPPLY WINDOW 


Merchandise: Study and desk lamps, watches, wrist watches, alarm clocks, foot 
balls, shoulder pads, helmets, exercisers, boxing gloves, table tennis sets, vacuum 
bottles, lunch kits, roller skates, pencil sharpeners, utility boxes, brief cases, athletic 
supports, punching bags, basketballs, gym shoes, sweat shirts, gym shirts, trunks. 

Background: Center panel light buff corrugated board or wallboard painted. Side 
panels tan material. Cut-out letters vermilion. School pennants on background. 
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You Neep More THan One 


RADIO 


LISTEN WHILE YOU 


TRAVEL 
WORK 
ow PLAY 


Swope Tue Harowane Store first 





RADIO AND ACCESSORIES WINDOW 


Merchandise: Midget radios, console models, table models, portable radios, “B” 
and “A” batteries for portable and other radios, radio tubes of all kinds, aerial wire, 
special aerials, insulators. 

Background: Center panel bright yellow corrugated board or wallboard painted. 


Side panels, dark brown material; cut-out letters, vermilion. 


HARDWARE AGE Original Window Display IDEAS 


sell best. Plan an attractive win- 
dow showing your complete line 
and supplement this with a floor 
display of the same models. Give 
customers complete information 
about prices of each unit and if 
a financing plan is available indi- 
cate this wherever the items are 


displayed. 


Push Radios 


The big selling season on radios 
is just ahead. Get ready for it. 
Go after your share of this busi- 
ness this fall. Every home is now 
becoming a two- or three-radio 
home, depending, of course, upon 
the number of people in the fam- 
ily. In addition to the big job in 
the living room, there are radios 
for other members of the family. 
There’s the midget portable that 
Johnny carries around with him. 
Mother will have another small 
job in her kitchen workshop. Mary 
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in high school will have her larger 
portable job which does double 
duty for parties and in her room, 
and possibly Dad will have an- 
other small set jn the bedroom 
for catching the last minute news 
broadcasts before retiring. 

Here’s a market you can culti- 
vate in your community. Display 
is important. Show your complete 
line in the windows now and also 
have a major display in the front 
of the store. Excellent for this 
purpose is the space along the back 
of the window. Here show the 
larger sets with the small radios 
on a table or in a fixture espe- 


cially designed to display this mer- . 


chandise. Many manufacturers 
realizing the importance of proper 
display have developed fixtures to 
show these small sets to advan- 
tage. 

Another excellent display spot 
is the space directly in front of 
the entrance door. Remove the 


display table usually in this place 
and arrange a display of larger 
floor models here, using manufac- 
turers’ display material. Small 
sets can be shown on tables back 
of this platform display or ar- 
ranged in a special fixture. 


Seasonal Color Schemes 


Now’s the time to use fall colors 
in the store and particularly in 
the windows. Browns, _ buffs, 
ivories can be used as well as some 
of the brighter oranges, reds, and 
yellows. 


Extra Sales 


Try for more of those extra 
sales. Every employee in the store 
should have one or more related 
items to suggest as soon as the 
first sale is completed. Be certain 
that your suggestion is beneficial 
to the customer and in his best 
interest. 
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FEATURES THAT SP 


e 9 Ib. Capacity 

e New, Massive St 
lining 

@ Six-Position Wringer 

@ Select-A-Matic Pressure 
Indicator 

e Handy Gear Control 
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EAK FOR THEMSELVES 


e Friction-Drive Kwik-pump 


@ Non-Tear Sterilator 
e Al)-Porcelain Tub and 
many others 


FALL SPECIAL 





THE TRADE MARK KNOWN IN EVERY HOME 





















BIG DE LUXE-TYPE WASHER 


It's another hit in the UNIVERSAL parade 
that will bring new faces to your store and 
build your reputation for offering big values. 
Beauty that is more than skin-deep—built-in 
UNIVERSAL ruggedness, plus a list of fea- 
tures longer than youll find on many wash- 
ers that sell for far more—each feature a 
sales story in itself. 


You can talk double sales talk with this great 
UNIVERSAL value—you can talk features 
and you can talk price—it's tops in features 


at rock bottom prices. 


PUMP $10 EXTRA 


Higher in South 
and Kar West 


Use this UNIVERSAL 
Fall Special to give 
an extra boost to 
your washer sales. 
Leaflets and ready- 


to-print ads are yours 









for the asking. 
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It Pays You to Check 
Your Stock of Stove Bolts 


NOW-and cover your 
needs with TRIPLEX 


Conditions being what they are, it’s time 
you took stock of your Stove Bolt sup- 
ply. Uniform-quality TRIPLEX Stove 
Bolts help you get a good share of the 
business — win profitable repeat cus- 


tomers. 


And there’s a reason. TRIPLEX Bolts 
e a , JOHN SHEFFIELD, 
work” easily because of their deep head president of the Sheffield 


slots, accurate threads and quick-starting | Company, wholesale hard- 
ware distributors of Amer- 


nuts. Available in all wanted sizes, round, | " loun Go, fa 1 yeens ah one 


flat or oven head, and in all plated fin- ‘ . and rounded out a half cen- 
. : . : tury in the hardware business 
ishes. Prepare to satisfy your trade with x: a fle tt. Se. Che 
TRIPLEX Stove Bolts. Write today for | was born on October 11, 

; 1870 and became identified 


samples and prices. | i 
P P with the Sheffield Company 
in 1891. He has never been 


THE TRIPLEX SCREW COMPANY 7 connected with any _ other 


hardware firm. He has been 

extremely active for the past 

50 years but despite that fact 

has found time to be _ iden- 

JOHN SHEFFIELD tified with numerous organ- 
izations outside of the 

hardware business. He has served as president of the 
Americus Chamber of Commerce, been president of the 


CAP AND SET SCREWS, BOLTS, NUTSAND RIVETS § Americus Rotary Club, district governor of Rotary 


* Millions Sold + + + Used in Every Industry * International (in Georgia and Florida) and president 
of the Americus Board of Education. He is, at present, 


5317 Grant Avenue, Cleveland, Ohio 
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Hardware Age 
Fifty Year 
Club 


vice-president of the local Bank of Commerce and acting 
president of the Americus , Library Association. His 
principal hobbies are fishing and quail hunting. 


NEWELL A. TABER, 
of East Aurora, N. Y., who 
retired from active _ partici- 
pation in business in 1934, is 
80 years of age and up to the 
time of his retirement had 
been in the hardware busi- 
ness for 54 years. Mr. Taber 
was born on June 23, 1861 
and entered the retail hard- 
ware business in 1880. In 
1887 he entered the whole- 
sale field and became _iden- 
tified with Weed & Co. re- 
maining with that firm until 
1902. The following year he 
organized the Buffalo Whole- 

NEWELL A. TABER sale Hardware Co. remaining 
with that organization until 
1934 when he retired. Mr. Taber is a former president 
of the New York State Association of Hardware Jobbers 
and also of the National Wholesale Hardware Associa- 
tion. He states that he has no hobby in particular other 
than being “just a plain American.” In our opinion, 
that is about the finest hobby a man can have in these 
trying times. 
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of thousands of » manufacturing and 


distributing gasoline- powered appliances and 
equipment, know that Briggs & Stratton motors 
build and maintain ‘CUSTOMER GOOD WILL.” 
These men approve Briggs & Stratton 
motors, knowing that they make good 
equipment better. They know, too, that 
Briggs & Stratton air-cogled gasoline 
motors assure dependable and econom- 
ical performance —proved on more than 
a million pieces of powered equipment. 


BRIGGS & STRATTON CORP. e Milwaukee, Wis., U.S.A. 


—-_--——._ 
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Space Heater Action Display—This 
two-color, action window display is 
offered by Evanair Division of Evans 
Products Co., Detroit, Mich. It de- 
picts an Evanoil heater in a living 
room. Two flashers intermittently il- 
luminate arrows showing, method of 
reversed, fan-forced air-jcirculation 
and also illuminate red heat waves 
showing floor level heat. It is 44 in 
high by 40 in. wide and is enclosed 
in a gold frame. 





Fluorescent “Kitchen Unit” Display—This display of the 
Mitchel Manufacturing Company, Chicago, shows a 
typical kitchen scene in full color illuminated with an 
actual fluorescent light. Display is illuminated by 
merely plugging in on regular outlet. It is 40 by 38 by 
10 in. in size. Information obtainable through leading 
wholesale electrical supply distributors. 


Promotes Flashlight Sales— 
The Gits Molding Corporation, 
Chicago, is furnishing this col- 
ored display card free to deal- 
ers with each order of its 
Plastic Eye Flashlights. Dis- 
play is easily set up and is 9 
in. across the face with flash- 
light mounted in place, 6 in. 
deep and 1] in. high. 





Calls Attention to Lamps—The Wa- 

bash Appliance Corporation, Brook- 

lyn, N. Y., offers this counter stand 

for featuring its new insect-repellent 

lamps. Occupies a minimum amount 

of space and gives sizes and prices 
of three types of lamps 


“Father Telechron” Shows Clocks—Warren 
Telechron Company, Ashland, Mass., is fur- 
nishing these colorfully lithographed counter 
or window display cards. Card at left is 18 
in. high and 15! in. wide and holds an actual 
alarm clock while that at the right features 
new No. 2H13 kitchen clock. One set of two 
displays free to each dealer 
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“Universal” Display Stand—Landers 
Frary & Clark, New Britain, Conn., 
all-metal stand displays two, three 
or four floor model vacuum cleaners 
with hand models. Pedestals on 
right and left swing out to permit 
displaying of one or two additional 
cleaners. For displaying two clean- 
ers with hand models, 33 in. wide 
and 21 in. deep; for three cleaners 
with hand models, 37!/2 in. wide and 
20 in. deep; for four cleaners wit! 
hand models, 46!/, in. wide and 1414 
in. deep. In three colors, furnished 
for $3.50, transportation prepaid from 
factory 








Iu Sell More Goods 


Hers These Display Helps 


Counter Card—The Savogran Com- 
pany, Boston, Mass., is offering this 
counter display card free to dealer: 
for displaying its “Coldfoam” soap- 
less soap powder. It is in attractive 
colors and is easily set up for either 
counter or window display. 





Counter Display for Glue— 
Lithographed in four colors 
compact in design and occu- 
pies a minimum of counter 
space. Is offered by the Frank 
lin’Glue Company of Colum- 
bus, Ohio. Holds 12 quarter- 
pint cans and can be set up 
for display in a few seconds 











Features Flatwork Ironers — This 
counter display is in red, black and 
white, is 10 in. wide with an out- 
ward extension which holds a K-M 
flatwork ironer and explains its oper- 
ation. Display included free with 
each shipping carton. Knapp-Mon 
arch Co., St. Louis, Mo 








Florence Window Helps—Attractive window 
display material for gas, bottled gas, and oil 
ranges is offered by the Florence Stove Co., 
Gardner, Mass., to dealers stocking these 
lines. All cards are lithographed in many 
colors and are supplied to dealers at no cost. 
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The Honeymoon is Over 


By Leon Henderson 


(Continued from page 24) 


policy of 85 per cent parity loans 
for agricultural products, thus im- 
plementing promises given to 
farmers over recent years. The 
commodity markets, under this 
impulse, and further strengthened 
by necessary food purchases for 
the British, have reflected these 
loan rates. This is the main ex- 
planation of the rise in domestic 
food costs. 

Ocean shipping rates have gone 
up, because of Nazi ship sinkings 
and greater demands for war pur- 
poses. You probably recall that 
50 oil tankers have been diverted 
to the British to insure necessary 
oil in Europe. I expect more tank- 
ers will be needed for the British 
shuttle service—and our price and 
supply problems for gasoline and 
fuel oil will be more acute. I do 
believe, however, that ocean freight 
rates are higher than necessary, 
and I hope something can be done 
to reduce them. 

These three items, parity loans, 
wage raises, and ocean freight 
rates, are real cost increase items. 
They come, of course, at a time 
when defense needs are shortening 
available supplies just at the time 
that wage earners, hungry for all 
kinds of goods, are getting more 
pay. 


Human Nature 


It would be less than human for 
sellers to want to get higher prices, 
but if this country permits unwar- 
ranted price rises, the results wi!l 
be inhuman. Inflation is a soulless 
destroyer. 

Before long now there will be 
more purchasing power running 
around hunting something to buy 
than there are goods available. I{ 
that occurs to a substantial degree. 
no power on earth can prevent 
inflation. 

For that reason the government 
must sop up some of this extra 
purchasing power, and it can do 
so in many healthy ways. It must 
increase taxes, thus helping to pay 
for defense. It can stimulate sav- 
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ings—thus providing a backlog 
for the future when first attention 
is not being given to making 
merchandise of death. Consumer 
credit must be kept from expand- 
ing. At the same time, increased 
attention must be given to making 
it easier for industries which do 
not compete with defense, to ex- 
pand their production. 

In the meantime the government 
must stiffen its control over prices 
—no matter how “ornery” and 
belligerent the outcries become. 
We do not expect to be popular— 
in fact, I’ve said recently the 
honeymoon is over. We expect to 
be judged by our fairness, and 
only the judgment of time can tell 
that. 

In other words, OPACS expects 
to barge ahead in the fight against 
inflation. 

Inflation is an ugly word, and 
so are its consequences. It takes 
deep bites into the standard of 
living of every wage earner, every 


person of fixed income. It dilutes 
every savings account and every 
insurance policy. When it is in its 
stride, no manufacturer is safe in 
his commitments and no housewife 
is safe from rationing. No class 
gains permanently by inflation. 

As you would guess, we have 
gone back over the experience of 
the World War period—and if J 
could get each one of you to do 
the same, you would be our allies 
to fight every pressure. Just last 
week, before I asked for rent con- 
trol in the District of Columbia, 
I studied the effects of the last war 
on federal employees who lived in 
Washington. 


As in Last War 


I had a personal interest, be- 
cause I was in Washington part 
of the time as an army officer. I 
found that federal employees in 
the District lost 25 per cent of 
their standard of living between 
1914 and 1920. Imagine the “hol- 
ler” that would go up if the wages 
of government employees were re- 
duced 25 per cent. Yet the invis- 
ible hand of inflation did exactly 
that—and will do it again unless 
we are alert. 

The post-war effects of inflation 
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(Courtesy of The Iron Age) 


“Meet Mr. Smith, our man in charge of government reports.” 
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were worse. The record clearly 
shows that without government in- 
tervention the cost of living began 
rising in 1915 and kept on until 
Baruch and his associates began 
control of some prices in the fall 
of 1917. When the control was 
taken off after the Armistice, 
prices spiraled up another 40 
points. Then they broke—and 
American industry was in the dol- 
drums for several years. 

While I was looking at the 
charts, I picked out cotton tex- 
tiles, because recently we placed 
certain textile cloths under a price 
ceiling. The price of cotton goods 
more than tripled in a few years 
—but the amount of cotton goods 
hardly increased a bit. You can 
get a lot of high-falutin and scien- 
tific definitions of inflation—but I 
can tell you that when cotton 
goods tripled and no more goods 
came to market—that was infla- 
tion. 

My order on textile prices is 
aimed to prevent the cost of $1.00 
cotton sheets going up to $2.50, 
to keep overalls from costing three 
times as much as usual; to pre- 
vent cotton shirts from costing 
three times as much as the normal 
amount. I know and you know 
that a $1.00 cotton sheet shouldn’t 
cost $2.50, and when you read 
some slippery statement of a trade 
association executive that I’m ruin- 
ing the cotton mills—just do me 
the favor of rebuttal by thinking 
how you'd feel if you had to pay 
$2.50 for an ordinary cotton sheet. 

I said earlier that the lives of 
all of us will be changed by the 
defense effort. If we assume that 
all the people working at produc- 
ing goods and services in this 
country are working eight hours 
a day—then our defense is taking 
one hour of their time. But in 
Germany, every employed person 
is working between four and five 
hours out of every eight on de- 
fense, and England is about the 
same. 

I feel that Hitler will be licked 
by American production—but we 
can’t do it by giving just one hour 
out of eight. 

We can equal Nazi Germany 
and all its conquered territory’s 
production if we spend two hours 
a day on defense. In other words, 
two hours a day of America’s pro- 
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duction is equal to 4 or 5 of Nazi 
Europe’s. 

If we are in earnest about this 
matter—and I believe deep down 
we all are—then the American 
way would be to  out-produce 
Hitler. We can do this if we spend 
three hours out of every eight for 
defense. 

My guess is that by next spring 
we will be equaling Hitler’s pro- 
duction. 

What I’ve been trying to do 
today is to prepare you for the 
changes in the direction of our 
production—to tell you that as 
manufacturers you will need to be 
thinking about substitutes, simpli- 
fication, conservation, and above 
all, gearing into defense produc- 
tion by direct contracts and sub- 
contracts. And to all of you as 
consumers I’ve been trying to say 
—keep your eyes on prices. 

Defense today means produc- 
tion. It means transforming a na- 
tion into one gigantic factory 
tooled up to produce not only the 
mechanized weapons of war but 
also as large a volume of civilian 
goods as can be provided after 
armament needs are taken care of. 

Transformation into an arsenal 
of an economic system devoted to 
production of peacetime goods re- 
quires, first, a change in the type 
of equipment used in manufactur- 
ing and, second, an expansion in 
the overall volume of goods— 
both armaments and civilian—pro- 
duced. 

The first of these changes means 
that factories must be altered or 
new ones built to produce the 
particular type of equipment 
much of it mechanized—required 
for a modern army. One of the 
characteristics of a mass produc- 
tion economy such as ours is that 
many of the machines used in a 
modern factory are so_ special- 
ized that they cannot be readily 
adapted to manufacture of prod- 
ucts different from that for which 
they were designed. This means 
that many new plants must be 
constructed, that new 





machine 
tools must be built for armament 
production, that special jigs and 
fixtures must be designed and con- 
structed. All of this comes under 
the heading “tooling up.” It takes 
time—we have spent a year at it. 
But once the factories are built 
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Ride the tide of public demand by 
stocking these better faucets with 
the drip-proof ball bearing con- 
struction. Here’s the line the public 
wants—a line that brings better 
prices and pays better profits, be- 
cause it gives better service. 

Wigh this great Sherman line you 
can revitalize your plumbing de- 
partment —turn it into a_ real 
Get this line NOW 
—reap the harvest of sales created 
by our national advertising! 


H. B. SHERMAN MFG. CO. 
Battle Creek, Michigan 


Shot 


BALL BEARING FAUCETS 


money-maker. 
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- HAMMERS : 


From the lightest tack hammer to 
the heaviest sledge, you'll find ii 
easier to capitalize on the bes? 
known name in tools — Stanley. 
The Tool Box of the World. Your 
jobber will supply you. 


‘HEAVY TOOLS: 
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and the tools and other equipment 
installed such an adaptation of 
our system of mass production to 
armaments will produce guns, 
tanks, shells, aircraft and all the 
other impedimenta of a modern 
mechanized army at a rapid rate. 

The second major factor in- 
volved when a system such as ours, 
with its large unused labor sup- 
ply, embarks on an armament pro- 
gram is that of expanding overall 
production. This means that as 
the buying power flowing to arma- 
ment into action 
we must have goods available in 


workers comes 


civilian markets to meet it. In the 
aggregate, it means that overall 


production must be expanded to 
the maximum possible—an amount 
which should be limited only by 


the supply of labor. There are 


many types of outlets for this 
armament-created buying power 
including food, clothing, amuse- 
ments, travel, and other civilian 
goods which do not compete seri- 
ously with needs of the armament 
program for men, materials, or 
machines. 

As this transformation is com- 
pleted our economic system will 
begin to operate as one great fac- 
tory. It will be fulfilling its true 
function in an armament effort. 

The rules for running an eco- 
nomic system under such condi- 
tions are about the same, although 
on a much broader scale, as those 
governing operations of a modern 
factory. Assuming that the equip- 
ment to turn out finished products 
is built, installed and operating 
(we are approaching that point 
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“EVER SINCE YOU HEARD THEYRE NOT DRAFTIN MEN FROM | 
KEY INDUSTRIES, ALL YOU DO IS STAND UNDER THAT SIGN 
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_now so far as the present program 


is concerned) these leading prin- 
ciples apply: 

(1) An adequate supply of raw 
materials must be kept flowing 
into the maws of the machines. 

(2) Operations of. each unit 
must be coordinated through com- 
prehensive planning so as to main- 
tain the highest possible level of 
production. 

(3) A high level of morale must 
be maintained among the em- 
ployees who run the machines, not 
only in the armament plants but 
also in those working on civilian 
goods. 

It is becoming evident now that 
raw material supplies will be 
grossly inadequate in many fields 
for combined armament and civil- 
ian needs while in some cases 
there will be barely enough for 
armament alone. Some of us in 
the defense program failed in the 
hectic days of last summer follow- 
ing formation of the national de- 
fense program to grasp the mag- 
nitude of the defense program. 
There has been too much pious 
shouting about the capacity of 
American industry to handle any 
load thrust upon it, too much. talk 
about “business as usual.” Fur- 
thermore, there has been far too 
much concern within industry 
over the dangers of expansion, too 
much willingness to accept short- 
ages of raw materials, of plant 
capacity, of power, and freight 
cars as an inevitable concomitant 
of all-out production in this coun- 
try. We have been too prone to 
think of vested interests, of friends 
in industry who might be embar- 
rassed when the emergency is over 
by more plant capacity than it was 
thought could be used on the basis 
of past experience. 

Literally interpreted, this philos- 
ophy means that its proponents 
believe the country is done. It 
denotes a complete failure to real- 
ize the potentialities of our 130,- 
000,000 people. It assumes that 
because we have had unemploy- 
ment in the past we can never 
achieve and maintain something 
approaching full employment. That 
philosophy is false and will be 
proved so in the future. 

This armament program is go- 
ing to teach the people one thing 
—that it is possible to have jobs, 
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to earn high wages, to produce 
goods if the demand is there. True, 
during the emergency the demand 
will be provided in a large part by 
one customer, the government. 
and the goods this customer will 
be buying are not the kinds we 
as civilians can use. But if em- 
ployment can be provided for pro- 
duction of armaments it can be 
provided for consumers’ goods 
when we no longer need to pro- 
duce armaments. Once the people 
learn that lesson no political party, 
no government can long permit 
widespread unemployment to con- 
tinue. The people are slow to 
learn but they learn well. It may 
mean continued high levels of gov- 
ernment expenditures once the 
emergency is over for such things 
as parks, public buildings, high- 
ways and the like, but employment 
our people will demand and em- 
ployment they will have. 

Thus, the foundation will be laid 
for a continuing demand for the 
sort of raw materials supplies: 
steel, aluminum, copper, tin, zinc, 
rubber—that we have been too re- 
luctant to expand during the past 
year despite the unexampled liber- 
ality with which Congress has met 
requests of industry for plant 
amortization legislation and other 
measures designed to protect from 
loss those who put up the capital. 

I have already referred to the 
second requirement in operating 
this nation-wide factory in the in- 
terest of defense, namely, the allo- 
cation of what materials we do 
have so that the greatest possible 
amount of goods are turned out 
in their relative order of impor- 
tance in the shortest possible time. 
In a single plant this involves such 
matters as routing of materials, 
conveyor systems, arrangement of 
machines, employment of workers, 
and setting up a management 
organization. 

In a nation-wide effort such as 
we are now making the same prin- 
ciples apply but on a vastly greater 
scale. Priorities are the device 
used to route materials to various 
“departments” of this plant of 
ours for fabrication into arma- 
ments and civilian goods. They 
are synchronizers of the system, 
they control the timing of produc- 
tion and the allocation of scarce 

(Continued on page 65) 
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Those who earn their living with 
tools use past performance, as 
their guide. You'll find their kits 
contain far more Stanley Tools 
than any others. Isn‘t that your 
best buying guide, too? Your 


jobber has them. 
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HEADS CINCINNATI DEALER SALES 
FOR FAIRBANKS, MORSE & CO. 


S. G. Eaton, manager of the | 
Cincinnati Branch, Fairbanks, 
Morse & Co., Chicago, Ill., has 
just announced that Arthur C. 
Traub, formerly sales promotion 
manager of the same branch 
house for Fairbanks-Morse, has 
recently been placed in charge 





ARTHUR C. TRAUB 


AUTOMATIC PRODUCTS 


of the dealer sales department 
for that territory. 

Mr. Traub joined Fairbanks, 
Morse & Company in 1938, com- 
ing from the Chevrolet division 
of General Motors Company. 
After spending three years in 
Cincinnati as the sales promotion 
manager for that branch, he then 
spent a short time in the general 
advertising department of 
company in 
turned to Cincinnati as sales pro- 
motion manager and has recently 
taken over the position formerly 


the | 
Chicago. He re- | 


held by J. A. Reenan, who re- | 


| signed. 


SOUTHERN MFRS.-JOBBERS 
CONVENTION, APRIL, 1942 


The Southern Hardware Job- 
hers 
ican Hardware Manufacturers 
Association will hold 
nual joint convention, April 20- 
23, 1942, at the Roosevelt Hotel, 
New Orleans, La. 


BUYS 


BOLENS MFG. COMPANY 


Having been purchased by 
Automatic Products Co., Mil-| 
waukee, Wisconsin, the Bolens | 


Mfg. Ce., Port Washington, will 
hereafter be known as Bolens | 
Products Co., with the officers of | 
Automatic Products Company | 
carrying their same titles: 

R. W. Johnston, president; 
E. A. Vallee, vice-president and | 
general manager; W. H. Mettle- 
man, secretary und treasurer. 

The company was founded by 
H. W. Bolens a number of years 


ago and his services are being 
retained in an adivsory capacity. 
Other than this the personnel 
will remain unchanged and will 
operate as a separate unit from 
Automatic Products Company. 

Being started by Mr. Bolens 
with the manufacture of chair 
irons, stenographer’s chair irons, 
power lawn mowers, and garden 
tractors, the new company will 
continue this business with some 
improvements and a few new 
products. 





EXECUTIVES OF THE NEW BOLEN PRODUCTS CO.: Left 
to right W. H. Mettleman, secretary-treasurer; E. A. Vallee, vice- 
president and general manager, and R. W. Johnston, president. 
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Association and the Amer- | 


their an- | 





POWERS HEADS SALES OF 
HOLLAND-RIEGER CORP. 


E. C. Buchanan, vice-president 


and general manager of the Hol- | 


land - Rieger Corp., 


Sandusky, | 


Ohio, a division of the Apex | 





G. A. POWERS 


Electrical Mfg. 
nounced the 


Co., has an- 
appointment of 


HEADS SALES FOR 
LAMSON & GOODNOW 


John O. Woodsome has been 
appointed sales manager for the 
Lamson & Goodnow Mfg. Co., 
Shelburne Falls, Mass., accord- 
ing to an announcement of C. L. 


| Field, president of the company. 


Mr. Woodsome, a graduate of 
the University of Wisconsin 
where he completed an indus- 
trial chemistry and _ business 
course in 1928, has since that 


| time gained experience in adver- 


G. A. Powers as sales manager | 


of the corporation. 

Mr. Powers joins 
Rieger after serving as 
manager for the 


Holland- 


sales 


over 20 years. Sweeper-Vac re- 
cently was acquired by Holland- 
Rieger Corporation and its activi- 
ties removed to the Sandusky, 
Ohio, plant of the latter com- 
pany. 

In joining Holland-Rieger Mr. 
Powers’ activities will be ex- 
tended to include sales of the 
corporation’s “Faultless” line of 
washers, as well as “Sweeper- 
Vac” cleaners. 


GIBBONS PROMOTED BY 
VIKING AIR CONDITIONING 


Frank P. Gibbons has 
promoted to the position of as- 
sistant sales 
Viking Air Conditioning Corp., 
Cleveland, Ohio. In his new ca- 
pacity, Mr. Gibbons 
ordinate the activities of the 
company’s sales and advertising 


bee n 


Sweeper-Vac | 
Company, Worcester, Mass., for | 


manager by the | 


will co- | 


departments, and will travel ex- | 


tensively. His advancement will 
enable W. E. Van Horne, vice- 
president in charge of sales, to 
devote more of his time to ex- 


ecutive duties in the organization. | 


tising, engineering, and_ sales 
work, having been associated 
with the Hershey Chocolate Corp. 





JOHN 0. WOODSOME 


TREATED GRASS SEED 
INCREASES YIELD 


It is reported that scientific 
tests on grass seed provide sales 
advantages in selling treated seed 
as compared with ordinary seed. 
Dr. C. W. Mell, of the research 
department of Henry A. Dreer 
Nurseries, Riverton, N. J., recent- 
ly completed a series of grass 
seed using “Rootone,” a 
hormone powder, on some of the 


tests, 


seed and no treatment on the re- 
maining portion. The treatment 
consisted of dusting the 
with the powder before planting. 

Kentucky Blue Grass, Creeping 
Bent, Fescue, red top and clover 
seed are said to produce 25 to 
150 per cent more roots than 
treated plants and 20 to 50 per 
cent more tops. Even on treated 
plants that showed no apparent 
difference, an increase was found 
when they were weighed and 
their roots compared. 


seeds 
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HERCULES ACQUIRES 
LEWIS SYNTHETIC 
RESIN BUSINESS 

Hercules 
Wilmington, Del., has announced 
the purchase of the synthetic 


resin business of John D. Lewis, | 


Inc., Providence, R. I., a pro- 
ducer of synthetic resins. With 
this acquisition, Hercules, a pro- 
ducer of resin and also a man- 
ufacturer of synthetic resins, be- 
comes a major unit in the pro- 
duction of synthetic resins. 
Through this transaction, ef- 
fective July 1, 1941, Hercules 
acquired the land, buildings, 
equipment and processes of the 
Lewis synthetic resin plant at 
Mansfield, Mass., and the entire 
plant at Brunswick, Ga. Lewis 
products, which Hercules will 
continue to manufacture, include 
Imperial ester gum, Lewisol 
maleic-modified ester gums, Lew- 








Powder Company, | 


|i-ol plenolic-modified ester gums 
and various phenolic and alkyd 
| resins. John D. Lewis, Inc., will 
continue in the production of 
| textile and heavy chemicals at 
| Mansfield, Mass. 

| The Lewis company’s sales 
|and manufacturing facilities will 
| be joined with the Synthetics De- 
| partment of Hercules, which has 
been producing synthetic resins 
| since 1936 under the direction of 
| W. M. Billing. 





| A. M. GLUECK MOVES 

A. M. Glueck, manufacturers’ 
| representative, is now located at 
| 11 Warren St., New York City. 
| Mr. Glueck represents Baker 
McMillen & Co.; Buckeye Ther- 
mometer Co.; Chaney Mfg. Co.; 
Clouser Bros.; A. F. Dormeyer 
Mfg. Co.; Gem Mfg. Corp.; Mur- 
ray Corp.; Rustain Products, and 


| Willetté Corp. 
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NELLIGAN EASY CORP. PRESIDENT, 
W. H. REEVE IS SALES MANAGER 


been 
Easy 


has 
the 


H. Paul Nelligan 
elected president of 


Washing Machine Corp., Syra- | 


cuse, N. Y. Mr. Nelligan suc- 
ceeds J. C. Nelson, who resigned 
to become chairman of the board. 
W. Homer Reeve, who has been 
serving as acting sales manager 
of the company has been ap- 
pointed sales manager. He as- 
sumes complete responsibility for 
Easy’s sales and merchandising 
activities. 


A director of the company 
since 1934, in 1936 Mr. Nelligan 
became vice-president and gen- 


eral counsel, serving in that dual | 
election as | 
He is chairman of the | 


capacity until his 
president: 


trade practice committee of the 


=) 


A SHAVING CONTEST was held at the recent sales convention of the Electric Shaver Divi- 

sion, Remington Rand Inc., in Bridgeport, Conn. The district sales managers shown are: 

(standing—left to right) K. W. Engel, Los Angeles; E. C. Holloway, service manager, Bridge- 

port; L. R. Reis, Kansas City; J. E. Lovatt, Philadelphia; Herbert Simpson, advertising man- 

ager, Bridgeport; J. A. Chew, Boston; (seated—left to right) C. J. Klaus, New York City; 

W. M. Irwin, San Francisco; G. H. Wright, Chicago; E. H. Given, Pittsburgh; W. H. Thompson, 
Buffalo, and S. M. Rogers, Hartford. 
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H. PAUL NELLIGAN 


| 
| P ; 
American Washer and _ Ironer 


| Manufacturers’ Association. 
Mr. Nelson was vice-president 
and general manager of the Easy 
firm from 1920 to 1936, when he 
president and re- 
tained his post as general man- 


was elected 
ager. 
Mr. Reeve 


years ago to direct an extensive 


joined Easy two 


dealer development program for 








W. HOMER REEVE 


the corporation. Previously he 
had served for several years as a 
sales executive with the Frigid- 
aire Corporation in the House- 
hold Division. 
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CONGRESS SEEKS RELIEF FOR SMALL BUSINESSES 


HAMPERED BY PRIORITIES, TAXES, LEGISLATION 


Representative Martin warns that unless govern- 
ment policies are reversed small businesses will 


be wiped out. 


(Washington Bureau 

of HARDWARE AGE) 
Strangled by priorities, stifled 
by regulations and taxes, and 
facing a grave and uncertain fu- 
ture in the wake of the defense 
program, small business is again 
becoming the subject of discus- 
A special Sen- 
ate committee is studying the 
problems of small business, House 
Republican Leader Joseph Mar- 
tin, of Massachusetts, has set up 
a special minority committee to 
survey the problem, and Repre- 


sion in Congress. 


sentative Wright Patman, Demo- | 


“Protective” 


committee formed. 


tioning steel, and President | buying by steel consumers and to 


Roosevelt has turned over to the 
Federal Reserve System the job 
of curtailing consumer credit, a 
step by which the Administration 


| hopes to “dampen the demand” 


for many durable goods, includ- 
ing washing machines, refrigera- 
tors, ironers, vacuum 
and others. 

Clamping down on time pay- 
ment purchases, a_ procedare 
which business hoped would be 


| left to its own conservative judg- 


ment, is also looked to by the 
Administration as an_ effective 


crat of Texas and co-author of | method for further releasing stra- 


the Robinson-Patman anti-price 
discrimination law, has introduced 
a resolution aimed at helping the 
little fellow in the present emer- 
gency. 

The trend in the direction of 
assisting small business is promp- 
ted by a number of fast-develop- 
ing factors. Government defense 
officials for weeks have been 
painting a pessimistic picture of 
future shortages of materials, the 
OPM priorities division has im- 
posed a stringent system of ra- 


tegic materials, labor and plant 
capacity for defense production. 
The Office of Price Administra- 
tion and Civilian Supply already 
had made tentative plans under 
its civilian allocation program to 
cut down the production of a 
number of important durable con- 
sumers’ goods. 

The priority action in steel, de- 
signed to place defense require- 
ments “uncomprisingly” ahead of 
non-defense needs, is expected to 


| 


cleaners | 


| ment 





| put a prompt stop to forward | 


place non-defense orders in a 
highly-uncertain state. OPM pri- 
ority officials are privately advis- 
ing manufacturers of non-defense 
goods to turn to other lines if 
they would escape the effect of 
the strict rationing system. 

The Martin committee will be 
headed by Representative Charles 
A. Halleck, Republican of Indiana, 
and will seek means of protecting 
all business from “the confusion 
which will attend the readjust- 
of a war-exhausted and 
bankrupt world to some kind of 
a peace basis. 

“In these chaotic days there is 


| grave danger unless Government 


policies are reversed that small 
business will be wiped out,” Rep- 
resentative Martin said. “That 
would be a deadly blow for 
America. 

“Small businesses employing 
less than 200 workers each com- 
prise 99 per cent of all business 
and handle 65 per cent of the 
Nation’s commerce. The loss of 


| the major portion of these would 


be a great calamity and would be 


| especially deadly in the period 
| which will follow the close of 
| the wars.” 

| Members of the committee, in 
| addition to Representative Hal- 
leck, are Representatives George 
J. Bates, Republican of Massa- 
chusetts; Margaret Chase Smith, 
Republican of Maine; W. Ster- 
ling Cole, Republican of New 
York; Leonard W. Hall, Repub- 
lican of New York; Albert L. 
Vreeland, Republican of New 
Jersey; Louis E. Graham, Repub- 
lican of Pennsylvania; James W. 
Mott, Republican of Oregon; 
George H. Bender, Republican of 
Ohio; Leslie C. Arends, Repub- 
lican of Illinois; Clare E. Hoff- 
man, Republican of Michigan; 
Thomas D. Winter, Republican 
of Kansas; Walter C. Ploeser, 
Republican of Missouri; Henry 
C. Dqorshak, Republican of Ida- 
ho; Usher L. Burdick, Repub- 
lican of North Dakota, and A. D. 
Baumhart, Jr., Republican of 
Ohio. 

Mr. Patman’s resolution would 
create a five-man committee’ to 
determine whether the produc- 
tion potentialities of small firms 
have been adequately employed 
for defense purposes and if prop- 
er consideration has been granted 
small businezses engaged in non- 
| defense activity. The committee 
| would report its findings to the 
| House as soon as practicable. 








FAREWELL LUNCHEON at the Hotel Astor, New York City, Aug. 11, tendered-to Harry Strugnell, Remington Arms 
Co., Bridgeport, Conn., before taking up his new duties as Remington’s sales manager for the Pacific Coast district. 
Tributes were paid Mr. Strugnell by Saunders Norvell, contributing editor, HARDWARE AGE, and former Remington 
president; R. B. Fowler. president Hardware Square Club; Harry Fox, president, Hardware Boosters’ and Tom Crofton, 
H. B. Sherman Mfg. Co., who read a poem he composed in Mr. Strugnell’s honor. C. J. Heale, editor, HARDWARE 


AGE, was toastmaster. 


At the luncheon were: left to right, H. W. Kornrumph, Long Island Hardware Co.; R. G. Locke, Payson Mfg. 
Co.; Ralph S. Allen, Diamond Expansion Bolt Co.; Kenneth A. Heale, HARDWARE AGE; L. M. Edwards, American 


Saw & Mfg. Co.; Frederick Pfeiffer, Payson Mfg. Co.; John H. Tracy, The Rawlplug Co., 


Inc.; S. H. Atkins, R. J. 


Atkinson, Inc., first vice-president, New York State Retail Hardware Association; R. B. Fowler, Franklin Hdwe. Co.; 
Mr. Strugnell; Charles J. Heale, vice-president and editor, HARDWARE AGE; Harry Fox, Star Expansion Bolt Co.; 
Saunders Norvell; L. V. Rowlands, HARDWARE AGE; R. S. Wild, HARDWARE AGE; John Nichols, Hardware 
World; A. M. Glueck, manufacturers’ representative; T. J. Crofton, H. B. Sherman Mfg. Co.; Fred Scholl, Long 
Island Hardware Co., and R. M. Cruise, Corbin Cabinet Lock Co. and Corbin Screw Corp. 
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WICKWIRE SPENCER STEEL CO. 
MAKES CHANGES AND PROMOTIONS 


The Wickwire Spencer Steel 
Co., with general offices at 500 


Fifth Avenue, New York City, 





W. M. SMITH 


announces changes and promo- 
tions in sales department and 
district sales management as fol- 
lows: 

T. H. McSheehy, Chicago dis- 
trict sales manager and hardware 
products sales manager, becomes 
the Pacific Coast Sales Manager 
for all products, at the company’s 
San Francisco offices, 101 Town- 
send Street. 

William M. Smith, with Wick- 
wire Spencer since 1924 in a vari- 
ety of sales capacities in the east 
and middle west and until now 
assistant sales manager of the 
midwest district, is appointed 
midwest district sales manager 


for all products at the company’s | 
La Salle | 


Chicago offices, 221 N. 
Street. 

Percy Jenkins, formerly New 
England district sales manager 


since 1931, is appointed sales | 


manager of the hardware prod- 
ucts department at the company’s 
general offices in New York, to 
which the headquarters of this 


DRAZAN REPRESENTS ESMCO AUTO PROD. 





N. E. DRAZAN 
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PERCY JENKINS 


| department have been moved from 
| Chicago. 

| Charles R. Stephens, formerly 
| Pacific Coast sales manager and 
| with Wickwire Spencer since 








YOU, T00, CAN BOOST 
YOUR ROPE BUSINESS! 


Do it the easy way other dealers have done it. 
Stock “Amco All-Weather” Manila Rope “Amco” 
has sales features that haven’t yet failed to boost 
rope sales. Its exclusive rot and water-proofing 
treatment gives “Amco” unequaled durability 

ee under even the most severe usage. ““Amco” cord- 
age solution contains no tar, graphite, or creosote. 
The rope is clean and smooth, which adds to its 
appeal to rope users. Even in freezing weather, 
because it does not absorb moisture, ““Amco” re- 
mains flexible and easy to handle. A trial stock 
will quickly show you that “Amco” is a business- 
| building leader as well as the best rope you ever 

handled. If your regular jobber does not stock 


| “Amco” write direct for prices and samples. 
IN NEW YORK AND 


NEW ENGLAND AREA 








| 1920, largely in his native New 
England area, returns to the east | 
to become New England district | 
| sales manager for all products, at | 
| the company’s Worcester offices, | 
80 Webster Street. 


| AMERICAN MANUFACTURING COMPANY 
Noble & West Sts., Brooklyn, N. Y. 


| N. E. Drazan, manufacturers’ | 
| representative, 200 ‘Fifth Ave., | ST. LOUIS CORDAGE MILLS, St. Louis, Mo. 


Baltimore Philadelphia Chicago New Orleans Houston 


Western Factory 


|New York City, has been ap- | Boston 


ALL-WEATHER 
MANILA ROPE 
| LOOK FOR THE RED 
Y AND GREEN MARKERS. 


| 
pointed representative in Metro- | 
politan New York and New Eng- | 


| land for the Esmco Auto Prod- | 


‘ucts Inc., housewares division, 


| 200 Fifth Ave., New York. The | 


| company’s line includes tubular | 









steel kitchen stools, radiator cov- 
ers, glass window ventilators, 


ener and “Adop-tables.” 











HOW AN OLD TIMER’S 
ADVICE CAN MEAN 
<\ SALES FOR YOU 





“Since 1857" 


T’S quality, not luck—not habit—that has put Klein pliers 
I in the hands of linemen and electricians everywhere. The 
kid starting on line work learns of Klein quality from the “old- 
’’ who remembers back when he was a “grunt” and first 


heard that there were no other pliers like Klein’s. 


timer, 


been earned by Klein’s maintenance of highest 
quality. No other plier will do for the man who 
wants utmost quality—no other plier makes more 





satisfied customers. 
Your copy of 
the Klein Pock- 
et Tool Guide 
will be sent on 
request. 


DISTRIBUTED THROUGH JOBBERS 
Foraign Distributor: 
International Standard Electric Corp., New York 


Mathias mmo LEEN & Sons 


BELM™MO 









This “pass along” advice by men who rate tools | 
on their performance under toughest service has | 


A. L. EVANS NOW HEAD 

OF SKUTTLE SALES CO. 

At a recent board meeting of 
the Skuttle Sales Company, 1015 
Detroit, 


Franklin Street, Mich- 








A. L. EVANS 


igan, A. L. Evans was elected 
president of the company. Mr. 
Evans was formerly sales man- 


ager and treasurer, a_ position 
which he held for the past five 
years. 


Prior to his association with 
the Skuttle Company, Mr. Evans 
was general manager of the 
Truscon Steel Company in Wal- 
kerville, Ontario, for 22 years. 


MANAGES GOLF SALES 
FOR HORTON-BRISTOL 


Ted Woolley, well known in 
golf trade circles, has joined the 
Horton-Bristol Sales Corp., Bris- 
tol, Conn., to take charge of all 
sales of golf equipment to retail 
stores. Mr. Woolley has been 
vice-president and general man- 
ager of the Allied Golf Company 
lof Chic cago. 

Jim Gourlay and Howard Lunt, 
» who have long been associated 
with Mr. Woolley, will continue 

to assist him in the Horton- 
| Bristol Sales Corporation. 





BROOKLYN DEALER PLAN 
BEACH OUTING, SEPT. 10 


The Brooklyn Hardware Asso- 
| ciation, N. Y., will hold its an- 
nual stag outing, Wednesday, 
| Sept. 10, 1941, at Jones Beach. 
| The day’s program will consist of 
| golf, baseball, and other sports 
| as well as pool and surf bathing. 
| Private cars for Jones Beach will 
| leave Ralph Ave. and Broadway. 
| Brooklyn, at 10 a. m. 

In the evening a chicken din- 
| ner will be served at the Brau- 
| haus Hotel, Sunrise Highway, 
Baldwin, N. Y. Tickets, includ- 
ing dinner, are $3.50 each, and 
may be secured from Ralph S. 





Allen, Diamond Expansion Bolt 
Co., 48 W. Broadway, New York 
City. 


SHEFFIELD BUILDS NEW 
TEXAS STEEL PLANT 


Wire products, nails, staples 
and other steel products sold 
through retail dealers will be 
among the wide range of prod- 
ucts of the new $17,000,000 steel 
plant now under construction on 
the ship channel at Houston, Tex 
by the Sheffield Steel Corp. of 
Texas. The plant is expected to 
be in production shortly after 
the first of next year. 

The plant actually is an expan- 
sion of present Sheffield produc- 
tion facilities at Kansas City, St. 
Louis and Tulsa, to serve an 
important Texas trade. Three 
open hearth furnaces, billet mills 
and finishing departments will 
be utilized in initial steel pro- 
duction, and finishing depart- 
ments will include a structural 
and tie plate mill, merchant bar 
mill, reinforcing and rod mills, 
wire plant and hot rolled sheet 
and plate mills. 

The Kansas City plant also has 
announced expansion plans cost- 
ing $1,000,000, following on the 
heels of a recent $3,000,000 de- 
velopment, which will provide a 
fifth open hearth furnace and 
increase initial steel production 
by 25 per cent. Three shifts are 
working in most Sheffield de- 
partments at Kansas City. This 
Sheffield unit is given credit for 
developing methods of utilizing 
106 per cent iron and _ steel 
scrap in the production of steel, 
an important accomplishment in 
areas with huge scrap reserves 
and far removed from iron ore 
deposits. 








Promoted 





EDMUND R. WALKER 


Edmund R. Walker has been 
promoted to assistant general 
manager of the Fedders Mfg. 
Co., Buffalo, N. Y. He was 


formerly manager of the 
company’s air conditioning 
division. 











HARDWARE AGE 


i AT a 


aout rie et 

















he 





staples 
ts sold 
will be 
f prod- 
0 steel 
tion on 
on, Tex 
orp. of 
cted to 
y after 


expan- 
produc- 
ity, St. 
rve an 
Three 
t mills 
s will 
21 pro- 
depart- 
uctural 
nt bar 
mills, 
| sheet 


Iso has 
Ss cost- 
on the 
00 de- 
vide a 
e and 
uction 
its are 
d de- 
This 
lit for 
ilizing 
steel 
steel, 
ent in 
serves 
nm ore 


been 
eral 


Mfg. 








HIBBARD’S GETS UNDER WAY 
WITH NEW “TEST” STORES 


H. N. Brown, manager of the 
dealers’ service bureau of Hib- 
bard, Spencer, Bartlett & Co., 
Chicago, Ill., has announced that 
on Aug. 8 the company opened 
a “test” store in Woodstock, IIb, 
and plans to begin remodeling a 
second store, in Joliet, Ill., about 
Sept. 15. The Woodstock store 
has been outfitted with a com- 
pletely new and modern set of 
store fixtures. A checked stock 
of merchandise is in the store 


with every record set up to pro- | 


vide the company in minute de- 
tail, all the data it will require 
from the store. 

The second store in Joliet is 
the hardware department of a 


Hibbard dealer who is desirous | 


of concentrating on his plumbing, 
heating, and contract depart- 
ments. 

Hibbard’s, as has previously 
been announced, is opening these 
stores in order to try out new 
plans and thus be able to offer its 
dealers tried and proven  mer- 
chandising ideas. If successful, 


the operation of the stores, it is | 


hoped, will provide a scientific 
operating plan as efficient as any 





|used by syndicates and chains. 


| By scientific stock controls, check 
| lists, etc., Hibbard’s expects to 
obtain data that will show exact- 
ly what items to stock; what 
turnover means, the proper ra- 
tios of expenses to sales, and in 
exact detail, what makes profits. 
|The company will set up ten 
test stores in different types of 
locations, with retail sales of ap- 
proximately $30,000; $50,000; 
$75,000, and $100,000. They will 
be located as closely as possible 
|to Chicago and in towns where 
they will not interfere with Hib- 
bard’s present customers. After 
the proving period is past the 
“test” stores can be purchased 
at the company’s cost by anyone 
who can prove his ability to main- 
tain Hibbard’s policies and stand- 


ards. 

The program was originally be- 
gun in December, 1940, when the 
| first Hibbard “True Value Test” 
store was opened at Chicago 
Heights, Ill. After one day’s 
business it was burned to the 
| ground. The premises have not 
| been rebuilt. 





COMMITTEE TO SEEK REDUCTIONS 
IN NON-DEFENSE SPENDING 


Henry M. Wriston, president of Brown University, 
heads citizens’ group to focus public attention 


on non-essential 


Henry M. Wriston, president 
of Brown University, recently an- 
nounced the formation of a Na- 
tion-wide Citizen Committee of 


which he has accepted the chair- | 


manship, and which is to work 
for a reduction of non-essential 
and non-defense expenditures of 
federal, state and local govern- 
ments. This group, which will 
be known as the Citizens Emer- 
Committee on Non-De- 
fense expenditures, will shortly 
open headquarters in Washing 
ton and will eventually include in 
its membership outstanding citi- 
zens from the 48 states. The 
committee will be representative 
of all elements in American life; 
agricul- 


gency 


the consumer, business, 
ture, labor, women’s groups and 
church organizations. 

Leading citizens, economists, 
tax authorities and college presi- 
dents from 32 states have al- 
ready joined the committee. 

In outlining the objectives of 
the Citizens Emergency Commit- 
tee, Dr. Wriston pointed to the 
record appropriations of $33,000,- 
000,000 just approved by this 
session of Congress, a figure 
equal to $1,100 for every family 
in the country and which is 
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governmental expenditures. 


| $14,000,000,000 more than the 
| previous record of appropriations 
|for any single session of the 
Although this gigan- 
ltic sum will not be spent this 
year, it does indicate the scale 
of our federal expenditure. 

Officers of the committee ap- 
pointed to date are secretary, 
Guy E. Snavely, executive direc- 
tor of the As:ociation of Ameri- 
can Colleges, and treasurer, Mil- 
ton W. Harrison, trustee of the 
Bowery Savings Bank, New York 
City. 


Congress. 


RIFLE, SUB-MACHINE GUN 
PRODUCTION NOW AT 
1500 PER DAY 
(Washington Bureau 
of HARDWARE AGE) 

Rifles and sub-machine guns 
|are now being produced at a 
rate of more than 1500 per day, 
it has been announced by the 
OPM Production Division. This 
compares with daily average pro- 
duction in August, 1940, of 289 
and in January, 1941, of 931. 
Included in these figures are the 
Garand semi-automatic rifle, the 
automatic Browning, and_ the 
| Thompson sub-machine gun. 
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HOLDING HAMMER _ 


Build up a good, 
sound, profitable 
hammer business 
with the Silver King 
—the hammer with 
every good feature 
a truly fine hammer 
should have. Order 


a supply today. 


This is the latest Cheney Sales 
Maker = display-demonstrator. 
Shipped with a half dozen 
Cheney Nailers. Be sure and 
get a Cheney Sales Maker 
working in your store—it will 


sell a lot of hammers for you. 


HENRY CHENEY HAMMER CORPORATION 
Factory: Little Falls, N. Y. 


Sales Office: 302 Broadway, New York City 
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Please send me the story of Pol-mer-ik Linseed Oil in Cans. 
| want more profits in my linseed oil selling. 





Pol-mer-ik Linseed Oil in cans 
has Sales Appeal—Plus. It's 


| 








| fees for three days are $3.00, 


cleaner—sells faster and your | 


profit is sure and certain. 


You can display it—mer- | 


chandise it—and profit from 
it. You buy a can—you sell a 
can—no drips, foots, mess or 
bother. 

You'll find your trade ap- 
preciating the advantages of 
this better oil in the better 
package—they buy a brand 
name—they get exact meas- 
ure in clean, attractive, sealed 
containers—their oil is factory 
fresh — perfectly conditioned 
for satisfying use. 
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| 
| 


| 
| 
| 


| connected with the Chilton Com- 


| were spent with The Iron Age 





EXCELSIOR SPRINGS GOLF TOURNAMENT 
SCHEDULED FOR SEPT. 11-13 


The 16th annual golf tourna- 
ment of the Hardware Golf As- 
sociation will be held Sept. 11- 
13, 1941, at the Elms Hotel, Ex- 
celsior Springs, Mo. Because 
only an 18-hole golf course will 
be available, players will be 
limited to 224, to be composed of 
representatives of firms who are 
members of hardware or mill 
supply, jobber or hardware man- 
ufacturer associations. There is 
no limit on non-golfers. 

Golf fee is $5.00 a person with 
a non-golf fee of $3.00 a person, 
these fees to be used to defray 
expenses and buy prizes. Greens 


payable in advance at the golf 
club. On Thursday evening, 
Sept. 11, after 10 o’clock there 
will be a free buffet supper, beer, 
and floor show. 

Hotel reservations should be 





made through Dietz Lusk, 621 E. 


70th Terrace, Kansas City, Mo., 
who will make all room assign- 
ments. The hotel rate is $6.75 
per day, American plan, based 
on two in a room with connect- 
ing baths. 

R. A. Sundvahl, the Corbin 
Screw Corp., 321 W. Randolph 
St., Chicago, Ill., is secretary of 
The Hardware Golf Association. 





JOHN L. WEYL JOINS 
BEH & CO., INC. 


John L. Weyl has joined the 
sales staff of Beh & Co., 1150 
Broadway, New York City. He 
was formerly on the sales staff 
of the Vollrath Co. for 17 years, 
and for the Beh organization will 
travel practically the same terri- 
tory, which includes Pennsyl- 
vania, Ohio, West Virginia, Ken- 
tucky, Indiana, and Michigan. 








C. E. WRIGHT JOINS 
CHAS. DREIFUS CO. 


C. E. Wright, who at one time 
was a member of the editorial 
staff of Harpware Ace and who 
for the past five years has been 
managing editor of its affiliated 
publication, The Iron Age, is 
leaving that publication to be- 
come vice-president of the Charles 
Dreifus Company of Philadelphia 
and Pittsburgh, one of the coun- 
try’s leading brokers in iron and 
steel scrap. Mr. Wright has been 


pany and its predecessors for 
about 24 years, of which 21 years 


and three years with HARDWARE 
AGE. 

The Charles Dreifus Company, 
with which Mr. Wright becomes 
associated, has been engaged in 
the selling of iron and steel scrap 
for 40 years. Its principal office, 
formerly in Pittsburgh, has been 





for the past few years in the 
Widener Building, Philadelphia. | 
Hiram Winternitz, Jr., is presi- 
dent and Walter S. Gates, treas- 
urer of the company. 





GOODRICH MAKES CHANGES | 


IN WEST COAST STAFF 

Several changes in the west- | 
ern organization are announced | 
by W. S. Richardson, general | 
sales manager of the mechanical | 
goods division of The B. F. Good- 
rich Co., Akron, Ohio. A new 


California district is created, | 


| with headquarters at Los Angeles | 


and a branch office in San Fran- 
cisco, to include the present Los | 
Angeles district territory and re- | 
vised San Francisco district terri- 


tory. Office addresses will remain 


| 


, at 1931 Bay Street in Los An- 


geles and 355 Brannan Street in 
San Francisco. 

L. L. Horchitz, who has been 
manager of the Los Angeles dis- 
trict since 1929, is named man- 
ager of the new district, with 
H. A. Schultz branch manager 
at San Francisco. W. D. Rigdon, 
who has been manager of the 
San Francisco district since 1922, 
shortly after he joined the or- 
ganization, is placed on the com- 
pany’s retirement list. C. M. 
Christensen has been named 
manager of the Denver district, 
succeeding Max Schmidt, who 
remains on the district staff in 
an advisory capacity. 


Do You Know Your 
Ropes? 

This query was posed to 
15,000 hardware dealers and 
salespeople in June by Plym- 
outh Cordage Co., North 
Plymouth, Mass., rope pro- 
ducer since 1824, in a direct 
mail campaign to center in- 
terest on rope sales. 

The store owner or sales- 
man is asked, first, to answer 
20 questions; real _ brain- 
teasers, even for an expert, 
before reading the rest of 
the booklet. Those who get 
less than a perfect 100, are 
instructed to read the five 
pages of well illustrated liter- 


|ature which follow the quiz, 


and answer the questions 
again in a second column, 
making a note of the im- 
provement in score. .The 
question-and-answer page is 
then returned to Plymouth 
Cordage Company, and the 
quizees qualifying as experts 
receive a pleasant surprise 


gift 
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OBITUARIES 





CHARLES NUCHOLS 


Charles Nuchols, prominent 
southern hardwareman, passed 
away recently. He was associated 
with the American Hardware and 
Equipment Co., Charlotte, N. C., 
a former member of the execu- 
tive committee of the Southern 
Hardware Jobbers’ Association 
and of the Old Guard. 





CHARLES NUCHOLS 


FRANK W. ROBBINS 


Frank White Robbins, general 
manager of the New York divi- 
sion, Sargent & Co., New Haven, 


Conn., passed away Aug. 12. Mr. 





F. W. ROBBINS 


Robbins had been associated with 
Sargent for almost 50 years in 
the company’s New York office. 

Long active in Masonry, Mr. 
Robbins was secretary and a 


trustee of the Brooklyn Masonic | 


Guild. He was also a trustee of 
the City Savings Bank of Brook- 
lyn. 


He leaves his widow and four | 


children, Arthur S. Robbins of 
New London, Conn., Mrs. Herbert 
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Van Arsdale, Frank B. Robbins, 
and Mrs. Irving Keck. 


GEORGE J. MARSHALL 


division manager of The Mans- 
field Tire & Rubber Co., Mans- 
field, Ohio, since 1916, passed 
away recently. Mr. Marshall be- 
gan his career as an engineer for 





George J. Marshall, 56, eastern | 





the American Bridge Co. He | 


joined the McGraw Tire & Rub- | 
ber Co. as district manager in 


1914, before becoming associated 


with The Mansfield Tire & Rub- | 


ber Co. His widow and a daugh- 
ter survive. 


STEPHEN W. DIMICK 


Stephen W. Dimick, vice-presi- | 
| dent of the Colt’s Patent Fire | 


Arms Mfg. Co., Hartford, Conn., 
| passed away Aug. 6. He appar- 
ently had been in good health 
|and had been at his office the 


—————_—_— 





S. W. DIMICK 


entire day previous to his death. | 





Mr. Dimick, prior to joining | 
| Colt’s in 1923 as sales manager, | 
| had been associated with the | 


| Winchester Repeating Arms Co. 
| He became vice-president of the 

Colt’s company in 1935. During 
| his service with the company he 
| had charge of western sales with 
| headquarters in Chicago and later 


was vice-president in charge of | 


the small arms division. His 
| widow survives. 


WALTER O. CARTER 


Walter O. Carter, 77, hardware 


| 
} 


store owner of Garden City, Kan- | 


sas, died in his home August 6. | 


Mr. Carter was one of the pioneer 
merchants of Southwest Kansas, 
| having been a hardware dealer 
since before the homesteader- 
boom of the early 80s. He served 
| as mayor of Garden City several 
| years. 






































Sold Exclusively Through 
Distributing Wholesalers 


@ First to be Wrapped and SEALED in 
Cellophane. 


@ Perfect Adhesiveness and Tensile 
Strength. 


© Strong Distinctive Green Core. 

© Colorful Attractive Boxes. 

© A Company in the Insulation Busi- 
ness Since 1878. 


HAZARD INSULATED WIRE WORKS 
DIVISION OF THE OKONITE COMPANY 


Wilkes-Barre, Pa. 
Offices in Principal Cities 


PANTHER “ty DRAGON 


FRICTION AND RUBBER TAPES 
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No Fuel Oil Shortage Expected 


Says American Petroleum Institute 


Any difficulties that may develop will be shortages of transpor- 
tation facilities. New pipe lines are under way linking East 


Coast with Texas oil fields. 


Institute suggests Cooperative 


Plan to conserve fuel through increasing efficiency of equipment. 


¢ > 
HERE is no shortage 


of either oil or gasoline, according 
to a recent report issued by the 
American Petroleum Institute, 50 
W. 50th Street, New York City. If 
any shortage should develop, it 
will not be of gasoline nor oil, but 
of transportation facilities. 

Fifty of the oil industry’s tank- 
ers have been requisitioned by the 
recently for Lend- 
Lease service to Great Britain. 
This loss immediately affects the 
Eastern Seaboard, where 83 per 
cent of the 


Government 


normally 
comes by tanker from Gulf ports. 


gasoline 


The tankers transferred represent 
less than 20 per cent of the total in 
use, so that any shortage caused 
by this transfer should be only a 
temporary condition. 

Hardware dealers living in the 
Atlantic Seaboard States who have 
followed the newspaper stories and 
noted alarming headlines about 
the shortage of oil and gasoline 
have wondered with some justifi- 
cation how this would affect their 
business on oil burning equip- 
ment. If fuel oil could not be se- 
cured the sale of this merchandise 
would be seriously hampered. 


New Pipe Lines 


The petroleum industry together 
with the Government has already 
acted to clear up present transpor- 
tation difficulties. New pipe lines 
are being constructed linking New 
York to Texas-fields; existing pipe- 
line facilities are now being used 
to full capacity; and tanker sched- 
ules have been planned to make 
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more round trips possible. The 
huge surplus of railway tank cars 
is now being pressed into service 
and tank trucks will be put into 
service to help fill the gap until 
new pipelines and tankers are 
available. The private oil compa- 
nies have had 69 new tankers on 
order for several months and an 
industry owned shipbuilding com- 
pany is being organized to relieve 
pressure on private yards. 


Reassuring 


The above actions of the petro- 
leum industry certainly must be 
interpreted as reassuring. Harold 
L. Ickes, Secretary of the Interior 
and Petroleum Coordinator for 
National Defense, made the fol- 
lowing optimistic statement in a 
recent radio address: “I do feel 
that it is more important to heat 
our homes than to go joyriding. 
If everyone in the affected areas 
will pitch in and help conserve 
supplies, if we will avoid unneces- 
sary use of oil and gasoline, then 
we ought to be able to get enough 
furnace oil to the East Coast to 
prevent any real hardships. Again 
in the operation of oil burners and 
oil furnaces, a few simple precau- 
tions by home owners will enable 
them to save considerable amounts 
of heating oil.” 


The Oil Burning Institute, rep- 


resenting manufacturers of oil 
burning equipment and their deal- 
ers have undertaken a campaign 
which will save substantial 
amounts of heating oil in the na- 
tional emergency by bringing 
about more efficient use of pres- 


ent heating equipment in Ameri- 
can homes, buildings and fac- 
tories. 

The institute estimates that by 
bringing up the efficiency of ex- 
isting oil burner equipment to or 
above the commercial standard 
set by the Bureau of Standards, a 
saving of 25 to 30 per cent in heat- 
ing oil could be effected in the At- 
lantic Coast areas. This would 
amount to some 14,000,000 to 17,- 
000,000 barrels per season. Nor- 
mal consumption of heating oil in 
the complete tier of East Coast 
States runs to about 58,000,000 
barrels, it is said. 


Hardware Dealer 
Cooperation 


Hardware dealers could coop- 
erate in this conservation program 
and at the same time render a 
much needed service to present 
users of oil burning equipment in 
their community. A special inspec- 
tion and adjustment service could 
be developed for which a reason- 
able charge might be necessary. 
This service could be promoted 
and developed among present 
users of oil heaters who would cer- 
tainly be willing to pay a slight 
charge for a service that would in 
the end save them 25 to 30 per 
cent in fuel oil. 

From the facts available, actual 
shortage of fuel oil is unlikely, 
however, conservation of the sup- 
ply will make just that much more 
fuel available to purchasers of new 
oil burning equipment which is an 
important line in most retail hard- 
ware stores. 
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Leon Henderson’s Address 


(Continued from page 55) 


materials. Adherence to delivery 
dates is a basic requirement in 
successful operation of a priorities 
system in so far as it relates to 
production of raw materials for 
armament manufacture. 

The priorities system may also 
be used to control use of transpor- 
tation facilities, to allocate the 
available labor supply as the coun- 
try nears its production peak, to 
control access to new capital, and 
to regulate imports and exports. 

Transportation by rail, truck, 
pipeline, barge, and steamship 
takes the place of conveyors in 
this nation-wide factory we are 
talking about. This is clearly a 
problem whose magnitude we have 
failed to appreciate. We should 
have been building the freight cars 
last summer with steel which could 
have been produced then. Instead 
we lulled ourselves into an apa- 
thetic feeling of security by chant- 
ing carloadings estimates far too 
low for the current program. Now, 
with a widespread shortage of 
steel facing us, it is going to be a 
tremendously difficult task to get 
the materials and the men to build 
the cars we will need to provide 
the “conveyor” system for this 
plant of ours. The same situation 
holds for ships—the ocean span- 
ning bridge needed to make our 
production efforts effective three 
thousand miles eastward. Contin- 
ually we have thought in terms too 
small. 

Given the machines and the ma- 
terials, no plant no matter how 
highly mechanized 
without men. Fortunately, the sys- 


can operate 
tem of production developed in 
this country over the years so sub- 
divides the task that machine oper- 
ators rather than machinists suffice 
in most cases and we have been 
highly successful in training work- 
ers for this sort of job in defense 
plants. Given the men, however, 
there remains the task of keeping 
them satisfied, of maintaining mo- 
rale. Give a man and his family 
plenty of good food, good clothes, 
good housing and the morale prob- 
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lem is pretty well taken care of. 
During a war effort that is no easy 
task for while money payments are 
expanding it is real income alone 
which satisfies. 

Here is where the question of 
morale comes in. For the first time 
in their lives millions of workers 
are going to have the buying 
power to really satisfy their wants. 
We can’t produce all the range of 
commodities which they will de- 
sire to buy because of armament 
drains on raw material supplies 
but we can increase our produc- 
tion of non-competitive goods. 
These people are going to be able 
to eat better food, to wear bet- 
ter clothes, and to live in better 
houses. Such products are gener- 
ally not competitive with the de- 
fense program or if they are the 
competition comes in fields where 
capacity is adequate to take care 
of both an increased civilian and 
We should 


production of such 


armament demand. 
stimulate 
goods, thus helping to take up 
some of the still large volume of 
unemployment in the country and 
providing an outlet for the buying 
power of our workers. 

Furthermore, the service indus- 
tries and trades will provide an 
outlet for much of this armament- 
created buying power. For the 
first time in their lives millions of 
people are finding themselves with 
sufficient funds to secure adequate 
medical and dental care, to enjoy 
amusements heretofore out of 
their range, to travel, to send their 
children to college. 

The more we can provide in the 
way of such non-competitive goods 
and services for the workers of 
America the higher we can main- 
tain their morale, the more they 
will strive to carry on this pro- 
gram on which we are embarked. 
We can’t produce all the things we 
would like to but that is no reason 
why we should stint our produc- 
tion of the goods and services 
which we can turn out without 
interfering with the main job of 
producing armaments. 


































a 


"a 


“We have tried sev- 
eral kinds of electric 
fence controllers but 
have not found one 
that even approaches 
the perfection of 
Prime. Some of our 
customers have used 
the Prime Controller 
for years without 
even one animal get- 
ting out. Prime is 
the fence controller 
that can be guaran- 
teed to work.” 


~SayS Gay-Murray Co., Inc. 
M. C. Gay, Jr., Secy. 
Tunkhannock, Pa. 











Electric Fence 
Controllers 


PRIME 


“Prime . . . can be guaranteed to work,” 
says this prominent dealer. And there 
is one of the reasons Prime pays you. 
Customers are happy — you avoid serv- 
ice costs, worries, returns. 


This famous, nationally-advertised line 
is easy to sell, answering the farmer’s 
questions. about safety with the Seal of 
Approval of Underwriters’ Laboratories 
on high-line Controllers. 


Cash in now on the trend to electric 
fence. Ask your jobber about Prime’s 
complete price range—battery and high- 
line models, 


Prime sells only through jobbers. 


The Prime Mfg. Co. 


1669 S, First Street Milwaukee, Wis. 
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New and Improved Merchandise— Display Helps—Sales Literature— 


Coleman Heater 





No. 444-B retails at $39.95. This cir- 
culating-radiant heater delivers 30,000 
B.T.U.’s per hour and new low draft 
performance. Features automatic draft 
control and fuel control; low flame fuel 
saver; no-stoop heat control; high 
efficiency burner; double-hinged lid; 
flat “utensil” top; optional thermostat. 
This heater with a power blower (op- 
tional equipment) retails for $49.90. 
The Coleman Lamp and Stove Co., 


Wichita, Kan. 


Commercial Entrance 
Hardware 


P. & F. Corbin, New Britain, Conn., 
as part of its sales program on com- 
mercial building, designed to enable 
hardware dealers to participate profit- 
ably in increased building activity 
throughout the country, is offering a 
new commercial entrance hardware cat- 
alog which presents Corbin’s complete 
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line of entrance trim for use on any 
kind of commercial job. It includes an 
entirely new line of push bars and door 
pulls designed for modern competitive 
trade and also new thresholds, armored 
front locks and other items. Items 
maintained in stock for prompt delivery 
are identified by a large star beside the 
description in the catalog. The com- 
pany is also prepared to assist dealers 
with samples and direct mail promo- 
tions. 


Fuse Merchandiser 





Trico Fuse Mfg. Co., Milwaukee, 
Wis., is offering dealers a new, colorful 
carton and display stand for counters, 
windows or islands to show “Colortop” 
plug fuses. Ten two-color five-unit car- 
tons are packed in each seven-color dis- 
play stand which is furnished free with 
every 50 fuses. Empty display stands 
can be destroyed and a new one set up. 





This new display occupies scarcely more 
than 14 square foot of space. 





Food Tongs 





Combine modern smartness for table 
service with multi-purpose for kitchen 
use. Sturdily constructed. Overall Jength, 
ll in. “Fork ’N Spoon” tongs retail at 
29 cents. Federal Tool Corp., Chicago, 
Ill. 


$18.95 Radiant 
O:1 Heater 


Globe American Corp., Kokomo, Ind., 
has announced a 30,000 B.t.u. radiant 
oil heater to retail with full profit mar- 
gin for the dealer at $18.95. Called the 
“Ray-Boy Bumblebee” (Model 3000), it 


SETA i city oy 


Sa ee 





features the new improved Globe 
“Flexi-Burner,” permitting a variation 
of from .84 to 8% gallons fuel con- 
sumption per 24 hours, and the Globe 
oblong unit construction, giving 2200 
square inches of heater surface. 
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“Fireside” Line 





A Deluxe Counselor in two sizes; 10 
in., 52,500 B.T.U. and 13 in., 72,500 
B.T.U. output has been added to the 
“Fireside” line of space heaters by the 
Lonergan Mfg. Co., Albion, Mich. A 
convertible “Forstair” circulator as 
added equipment is a feature of this 
model. Convenience features includes 
“Porcelare” finish; front panel radiant 
heat diffuser; oversized radiant heat 
reflecting side doors; adjustable vapor- 
izer for controlled humidity; finger-tip 
(no-stoop) fuel and heat control; single 
unit all welded combustion drum with 
oil miser; double sized roller seam 
welded fuel tank with visible fuel gage; 
chassis-like frame base to insure oil 
levels; and entire cabinet arc and gun 
stitch welded (no bolts or screws). 


Shapleigh Promotions 


Shapleigh Hdwe. Co., St. Louis, Mo., 
has announced two sales plans for re- 
tailers—a “Harvest of Fall Bargains” 
and a Christmas toy promotion. In pre- 
senting these plans, the company em- 
phasizes the importance of current re- 
tail advertising by dealers if those 
dealers are to maintain their places 
against competition—particularly future 
competition. Advertising done now, the 
company states, will help retailers in 
the future to hold and to consolidate 
the gains made now while kusiness is 
on the up-trend. The fall sales plan 
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for Retail Hardware Stores 
—  —_— (i (i += tit Reeser TR TTT... 
Vindow Trims—New Packages—New Colors—Catalogs 





consists of an attractive four-page cir- 
cular of newspaper size printed in 
orange and black, newspaper mats in 
both two- and three-column sizes, and 
a display kit containing 138 pieces of 
colorful streamers, pennants and price 
cards for window or interior use. The 
Christmas toy sales plan includes a 16- 
page catalog printed in three colors, 
newspaper mats, display kit and a fun 
book which will be used by retailers 
to secure greater store traffic. 


















Marble Sights for 
New Remington Rifle 


Marble Arms & Mfg. Co., Gladstone, 
Mich., has announced that it is now 
prepared to furnish the following sights 
to fit the new Model 141 Remington 
high power rifle: the flat top sporting 
rear sight No. 63-H; sporting leaf 
sights, Nos. 69-H, 70-HH, and 71-HH, 
and the adjustable leaf sight No. 
95-XH. 








GRAPHITE makes ’em sell BETTER 
Graphite, as processed by Joseph Dixon, adds advan- 
tages you'll otherwise miss in joint seals and greases. 


DIXON'S PIPE JOINT GRAPHITE COMPOUND 
keeps all threaded, flanged and gasketed joints 
lubricated yet tight against air and all aqueous 
solvents — water, acids, alkalies, steam, etc. 
Write for booklet D-40, 








DIXON'S GRAPHITE SEAL does the same for 
joints where non-aqueous solvents are encoun- 
tered—gasoline, oil, etc. Booklet DS-40. 


DIXON'S CUP & PRESSURE GUN GRAPHITED 
GREASE lubricates better and longer | 
than ordinary grease particularly where ex- 

cessive heat, pressure, or moisture make trou- 

ble. Graphite gives guts to greases, and Dixon’s 

Graphited Grease is tops for purity, uniformity, 

and correctness of blend. Booklet R-40. 














JOSEPH DIXON CRUCIBLE CO. 


Jersey City, New Jersey 
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T 
LUORESCEN 
. STARTERS 


As Ty 


There's @ 

Replacement 
Market All 
Around You 








Lamps Starters Contacts 
6 in., 4 watts 
9 in., 6 watts FS-5 2 


12 in., 8 watts 

18 in. T-8, 15 w ie 

aan Tah ae warts | FS-2 2 
36 in. T-8, 30 watts ‘ 
48 in. T-12, 40 watts | 2 
36 in. T-17,65 watts | FS-74 | 4 
60 in. T-17, 100 watts: FS-64 | 4, 
60 in. T-17, 100 watts| FS-6* ace 


*For replacement in 2-contact starter sockets 


FS-4 











Everyone in your neighborhood who 
uses fluorescent lighting must replace the 
starters for this lighting occasionally. So 
stock G-E starters. You will be able to 
get this business with little sales effort. 
Simply let prospective customers know 
you have the starters they need. 

The G-E line includes starters for 
fluorescent lamps of 4 to 100 watts, 6 
inches to 60 inches in length. Some 
are 2-contact, others 4-contact. 

G-E starters were designed by MAZDA 
lamp engineers. They have correct op- 
erating characteristics to provide normal 
fluorescent lamp life and performance. 


For information see nearest G-E Mer- 
chandise Distributor or write to Section 
D-1298, Appliance and Merchandise 
Dept., General Electric, Bridgeport, Conn. 
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WHATS NEW 








New Console Heater 


This console type heater, popular as 
a fireplace heater, is equipped with two 
round drum type of heat transfer units, 
the one enclosing the triplex junior 
burner, which is serviced through the 
top of the unit. Although a small case, 
this new heater with its double heat 
transfer units in a combination top and 
front grill is said to be a powerful little 
unit. A second drum acts as a radiator 
or economizer. A six inch stack con- 
nection from the lower end of the second 
unit traps the heat, thereby reducing 
stack loss maker states. The new de- 
sign is finished in two shades of brown 
hammertone, smooth finish. Specifica- 
tions: height, 3014 in.; width, 3114 in.; 
depth including tank, 24% in.; drum 
diameter, 12% in.; style of heater, 


combination radiating and circulating. 
B. T. U. output per hour, 37,000; 3-gal. 
removable tank with barometric feet, 
The heater 


equipped with oil gauge. 














is also equipped with leg levelers and 
draft regulator. Can also be furnished 
without tank and sump and with the 
new Detroit lubricator . temperature 
compensating oil control, less tank. 
Heater is shipped with ‘removable tank 
and sump, unless otherwise specified. 
Silent Sioux Oil Burner Corp., Orange 
City, Iowa. 


*“Pro-Tex” Burner Pad 


A new item supplementing the line 
of “Pro-Tex” stove and table pads. The 
new pad is an improved design, unlike 
any other on the market; seven inch 
diameter; made of heavy asbestos mill- 
board, one side protected by sheet steel. 
The sheet steel firmly holds the cool- 
grip handle, reinforces the edges, and 
is said to give the pad longer life by 
preventing the cracking or breaking of 
the asbestos. The burner pad serves as 
a “cushion” between glass and burner; 
takes the place of lower half of double 


boiler; makes it possible to place cas- 
serole dishes on top of the stove, and 
keep utensils free from smoky stains. 
Said to spread the heat evenly and to 
give uniform temperature at all points. 
For all types of stoves—gas, electric 
and oil. Each pad packed in an attrac- 
tive glassine envelope, printed in two 
colors for maximum display value, with 





illustrations of the uses of the product. 
Write to Ballonoff Metal Products Co., 
5800 Kinsman Road, Cleveland, Ohio, 
for illustrated circular and free sample 
of this item. 


Beck & Gregg Catalog 
The Beck & Gregg Hdwe. Co., whole- 


sale firm of Atlanta, Ga., has issued a 
new general hardware catalog, No. 7, 
and a special catalog, No. 41E, on elec- 
trical supplies and appliances. 


Rental Sander 


The 1941 model of the “Hilco Chief” 
is offered by The Hilger Co., St. Cloud, 
Minn., as rental equipment for dealers 
having painters and contractors among 
their rental customers, as well as house- 
holders. The “Hilco Chief” is said to 





The com- 
pany offers a new booklet on this new 
model, describing its features, particu- 
larly the patented vise drum featured in 
all “Hilco” sanders. 


be a faster cutting machine. 
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Coal Heater 





The Self-Stoking Stove & Furnace 
Corp., 120 S. LaSalle St., Chicago, IIl., 
has restyled its heater which now is 
said to employ a different burning 
principle. It uses the by-product coke 
oven principle in the burning of coal. 
Has a thermostatic regulator to control 
burning rate; built-in check damper 
which operates automatically with the 
air damper, both controlled by one 
regulator handle, and it provides com- 
pletely automatic feed with bituminous 
coal. Made in two radiant-type heater 
models and a “semi-circulator,” a com- 
bination radiant and circulator type 
heater. Capacity is 100 lbs. of fuel. 
Burns any kind of coal from egg to 
stoker sizes, and is said to hold fire 24 
hours to 10 days on one filling. 


“Fulton” Housewares 


The Patent Novelty Co., Inc., Fulton, 
Ill., has issued an attractive new cata- 
log, No. 17, illustrated in color, show- 
ing its “Fulton” line of city letter boxes, 
dust pans, indoor and outdoor clothes- 
line reels, fire shovels and sundry house- 
hold items. Also shown are various 
display pieces for items in the line. 


Underground Garbage 
Receiver 





Leaves only an inconspicuous, grass- 
green top visible; opened by foot lever: 
lid seals in odors; two-piece top pre- 
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vents garbage falling between pail and 
outer shell. Latter is of 16-gage copper 
alloy steel, corrugated top and bottom 
and stiffened at bottom with galvanized 
cross rods. Inner pail of copper alloy 
steel, galvanized after fabrication. Slight 
taper gives ample clearance. The Don- 
ley Brothers Co., Cleveland, Ohio. 


Lace Paper Place Mat 





No. 30542-51 is a new design in a 
“cobwebbing” pattern announced by 
the Milwaukee Lace Paper Co., Mil- 
waukee, Wis. Size of the mat is 9% 
in. by 13% in. 


*“Driven-Aire” Oil Heater 





The Florence Stove Co., leader in a 
complete line of 32 Florence models 
is this new “Driven-Aire” heater fea- 
turing: “Driven-Aire” electric rotor 
unit said to spray heat gently in all 
directions, without drafts or blasts. 
Simple fingertip control gives complete 
adjustment of speed; twin pot-type or 
sleeve-type burners with individual con- 
trol, for more flexible operation; com- 
pact, convenient radio-type controls, all 
out in front—right at-the fingertips and 
at correct height;. exclustvé-new Flor- 
ence pot-type burner with ‘specially de- 
signed pilot ring for lower flames in mild 
weather; .controlled humidification, a 
twist of, the radio control khob regu- 
lating the moisture content in the 
heated air; porcelain enameled finish 
inside and out; fully enclosed, oil tank 
and humidifier are built-in. The line 
includes a full range of prices in 
“Driven-Aire” models and circulating 
and radiant types with sleeve-type or 
pot-type burners, and cabinet models 
with wickless-type kerosene burners. 
There is also a sleeve-type kitchen 
heater. Florence Stove Co., Gardners, 
Mass. 


These new Berea display 
boxes, packed with i5c 
and 20c scythe stones, 
are building fast-moving 
counter and shelf trade 
for hundreds of hardware 
merchants 


Streamline, 


a 


Harvester Grindstone 
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Bacxeo up by over a half 
century of concentrated manufac- 
turing experience, the Berea line 
is composed of many leaders of 
proved profit-building value 

you can order them with confidence 
that there is an established market 
in your trading area. Send for 
the Berea Catalog and Merchand- 
iser -- just of the press! 


BEREA ABRASIVES 
Division of The Clevelend Quarries Co 
CLEVELAND, OHIO 


CLEVELAND 


ABRASIVES 


" For Your Profits Sake!” 
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LIBRARY 








For Complete Details write direct to... 





GRASS SEED DIVISION 
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WHATS NEW 





“Universal” Display Stand 
This compact, self-selling new stand 
adapted to full display of new pads 
and new packaging. The stand, as 
pictured here, holds six pads arranged 
in sets of two on each level and dis- 








plays gay new colors with smart Cello- 
phane window packaging. This stand 
is now being furnished free to dealers 
with six pads at a cost of $15.00 and 
Retail value of $23.70 (assortment com- 
posed of 2 each $4.95, $3.95, $2.95 
models in cedar flannel, green blanket 
cloth, and krinkle cloth). Landers, 
Frary & Clark, New Britain, Conn. 





**Evanoil”’ Heater 





The Evanair Division, Evans Prod- 
ucts Co., Detroit, Mich., has announced 
the addition of a new radiant- circu- 


lating model to its series of oil-fired 
units. This new model, known as the 
“200” series, is a combination radiant 
and circulating unit designed for more 
thorough distribution of heat. It is 
equipped with a “basketweave” door on 
the front, top and bottom louvers on 
both sides and a grille top. Air is 
drawn in the side louvers, is heated and 
then discharged through the top grille 
and front. “Evanair” has designed this 
model as a large-capacity unit in the 
lower price bracket. Equipped with 
the “Venturi” baffle burner, tip-top heat 
control, etc. Completely automatic con- 
rols and the Evanair Draft Stimulator 
also are available at slight extra cost. 
It is available only in a 50,000 B.T.U. 


capacity. 


Sign Maker 


“Wrico” Sign Maker, a new develop- 
ment in lettering equipment, is a self- 
contained unit designed to enable the 
hardware dealer to make his own show 
cards, price cards, etc., at minimum ex- 
pense. Requires absolutely no skill or 





training to use, maker states. Set con- 
tains patented “Wrico” brush-pen, chro- 
mium-plated steel guide holder, “Pyra- 
lin” alphabet guide and number guide, 
jar of “Wrico” brush-pen black ink. 
Price, postpaid, $4.90. For full infor- 
mation write Wood-Regan Instrument 
Co., Nutley, N. J. 


Furniture Leveler-Glide 





DOMES OF SILENCE 
Furniture Leveler = 


Tapered 
Threaded 
Cap 














4 





“The Domes of Silence” leveler is a 
combination leveler and furniture glide 
all in one and easily adjustable. Takes 
care of any wheel casters up to the 
height of 2 in. Retail price, from 10 to 
25 cents. Robert E. Miller & Co., Inc., 
35 Pearl St., New York City. 
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Maze Copper Nails 
Now In Packages 





The W. H. Maze Co., Peru, Ill., has 
introduced a new 5 lb. package for its 
“Maze-Made” solid copper nails. The 
new package is printed solid, bright 
copper and is of tough, heavy card- 
board, to stand up under hard usage. 
For shipment from the factory, the 
new 5 lb. cartons of nails are packed 
ten to a lot in fiberboard shipping con- 
tainers. The company provides a com- 
plete line of copper nails in all sizes 
and styles for slate and asbestos roofing, 
and concise and valley sheet metal 
work. To provide maximum holding 
power where needed, a new “threaded” 
copper nail has recently been added to 
the line. As the new nail is driven, 
these threads anchor themselves in the 
wood preventing the nails from work- 
ing out. 


Cory Models With 
Walnut-Tone Fittings 





The new line of “Cory” coffee brewers 
is trimmed with walnut-tone Bakelite. 
The present models, fitted with ivory- 
tone and black Bakelite are retained. 


The “walnut-tone” models are intro- | 
duced to fill demand for fittings that 


harmonize with the walnut trim of table 
appliances. The walnut-tone trim blends 
with the glistening glass and the plati- 


num striping of the brewers. All the | 
three sizes of brewers, 4-6 cup, 7-8 cup | 


and 10-12 cup, are available in the new 


trim. The handles, decanter cover, | 


safety-stand funnel holder, two table- 
spoon coffee measure and the handles 
of the electric unit make an attractive 
ensemble. The price range is the same 
as that of the ivory-tone line, from 
$3.25 to $7.45. Glass Coffee Brewer 
Corp., 325 North Wells St., Chicago, 
il. 
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@ COMPLETELY 
ENCLOSED 


@ DIRT CAN'T 


@ NO PINCHING 
OF FINGERS 








NOW! a complete 
SELECTION OF BOTH 


Open and a LY: | 
SPIRAL SCREW DRIVERS 


SIMPLE, EASY ADJUSTMENTS... 
WELL-BALANCED...BUILT TO LAST 


To meet the demand for the ordinary type of Spiral Screw Driver, 
a new Screw Driver with an open spiral has been added to the 
This new Open-Spiral Screw Driver does not 
have the outside covering sleeve of the Greenlee Enclosed-Spiral 
Screw Driver, but it does have the same quality workmanship 
and materials and the same type of long-wearing phosphor 
bronze drive nuts. All adjustments are simple and positive 
with locking for the final drive of the screw quickly done 
by turning a knurled lock collar. Now, with the Greenlee 
Line of Spiral Screw Drivers, you can sell the customer 
who wants the popular Greenlee completely enclosed 
type of spiral screw driver or the customer who prefers a 
high-quality conventional open spiral. 

















Shown here is a view of the 
two phosphor bronze drive 
nuts, formed under a pres- 
sure of 100 tons, that are used 
in both types of Greenlee 
Spiral Screw Drivers. The 
pcmcion wear on any Spiral 
crew Driver is ordinarily on 
the drive nuts and the spiral, 
and these long-wearing nuts 
insure maximum service 


Here’s the fast-selling Greenlee Spiral Screw Driver de- 
signed with a completely enclosed spiral, which fully 
protects the working parts at all times. The enclosed 
spiral keeps dirt and grit out, permits a full grip of the 
guiding hand, prevents pinching of the fingers, per- 
mits more thorough lubrication of the tool, and pre- 
vents oil from dripping on the work. 


Write For New Catalog 33 


These Spiral Screw Drivers are but 
part of the complete line of Green- 
lee Tools for the Woodworker, Elec- 
trician and Plumber. This complete 
line of Greenlee Tools. . . tools easy 
to sell, and tools that stay sold... 
can mean extra sales for you. Write 
today for our new Catalog 33. 














GREENLEE TOOL CO. 


1715 Columbia Ave., Rockford, Il. 
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PROT FROM 
WHTWEVMMMPERS 
ISLIKE GETTING 
VOURRENT FOR WO 





HAMPER CONSTRUCTION FEATURES 


Stop-hinge attached to spe- 
= ase back frame 


ith large head screws. (Will 


ast break off.) 


Completely tcnoned and 
glued top frame. No twist- 


ing or breaking apart.) 
























~ chucked and | & 







Lid, celluloid covered and 
lapred and cemented. (No a 
chipping.) 










nl 








Fabric tightly shrunken to 
frame. (No loose fitting 


sides-no unsightly bulges.) 













All interior frame surfaces smoothly 
(No rough edges to catch on dainty g@ 


rments.) 








Specially prepared clastic paint finishes. (Pre- 
vents chipping and peeling.) 












GET THE EXTRA PROFIT 
FROM EXTRA SALES— 
ORDER WHITNEY NOW 








PRICED TO SELL 
FROM $2.95 


See Your Jobber or Write Direct 


Wi lj Lilllsa Delle Diag” 
hitneyuamrers 


SAM PRANCISCO 666 LARE SHORE SORIVE, CHICAGO 









72 


| 
| 
| 
| 
| 


| 





WHATS NEW 


Flashlight Battery 





and 


packed 
sealed in a dry state and activated only 


Triumph battery is 


by striking the bottom of the case 
against any solid object, maker states. 
This action breaks an inner glas: tube 
thereby releasing the electrolyte which 
energizes the cell. Thus maker claims 
long storage before use is not detri- 
mental to the battery. Same as the 
standard cell in size, shape, method of 
contact and voltage capacity. Retails 
for 10 cents. Triumph Explosives, Inc., 


Elkton, Md. 


Tappan Range Promotion 


The Tappan Stove Co., Mansfield, 
Ohio, has prepared an instructive pro- 
motion folio entitled “It’s Smart to Buy 
Now,” built around the company’s ex- 
clusive range feature, the Tappan “Tel- 
U-Set,” comprised of the “Visi-Guide,” 
a cooking chart for over 100 foods; the 








“Visi-Minder,” which times the cooking, 
and a floodlight. Also offered for spe- 
cial promotion are two 60th anniversary 
model ranges. The program includes 
such dealer helps as consumer litera- 
ture, window display materials and 
direct mail piece. 





Musical Knocker, Lookout 





This device is comprised of a knocker 
which is connected to a mechanical 
chime mounted on the inside of the 
door panel. No electricity or wiring re- 
quired. By lifting the knocker two sepa- 
rate notes are sounded. The lookout 
feature has two functions. Besides en- 
abling the person on the inside to see 
out without being seen, it also enables 
receiving telegrams, etc. New Invention 
Factories, 21-44 45th Rd., Long Island 
City, N. Y. 


“Yard-Man” Lapping Stand 





With this device, maker states, a keen 
cutting edge can be put on any mower 
by lapping or backgrinding on this 
stand with the “Yard-Man” grinding 
compound. Mower when placed on 
stand is up in the air and open for 


inspection from top to bottom. Stand 
packed complete with necessary pulleys, 
belt, brackets, adapters and sleeve in- 
serts. Available with or without mo- 
tor. Price of stand, $9.50; motor, $8.00. 
Yard-Man, Inc., Jackson, Mich. 
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“White Flyer” Target 





For Skeet and trap clubs and _ indi- 
vidual target shooters. New target has 
scored marks on dome to reduce thick- 
ness along 16 strips on the dome so 
that it shatters even when lightly hit 
by a few pellets. Score marks divide 
dome into 16 segments so that when 
hit by only a few shot pellets at least 
one of the segments will fly out in a 
piece large enough to score a “dead” 
bird, maker states. Redistribution of 
weight is said to give extra strength 
where stresses occur in trapping. Avail- 
able in assortment of colors. Western 
Cartridge Co., East Alton, Ill. 


Self-Reflecting Sunlamp Bulb 
For Ordinary Sockets 





Development of a new self-reflecting 
sunlamp which fits into ordinary house 
sockets and produces ultraviolet and 
infra-red (heat) radiation similar to 
that in midday mid-summer sunshine 
has been announced by General Elec- 
tric’s Lamp Department at Nela Park, 
Cleveland. It is called G-E Mazda RS 
Sunlamp, consumes 275 watts, and is 
designed to operate on 110-125 volt 
50-60 cycle circuits. 

An outstanding feature of the new 
RS “indoor sun bulb” is the fact that 
it requires no external control devices 
for its proper operation. Ballast con- 
trol, reflector, and elements for produc- 
ing ultraviolet and infra-red—all are 
built into a single, self-contained, all- 
glass, hermetically sealed unit. Dust, 
dirt, moisture, and fumes cannot reach 
the mirror-like reflecting surface to 
lower the reflector’s efficiency. Made 
of special glass, the bulb screens out 
unwanted rays for which users other- 
wise would require goggles. 
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Every American Homemaker can 
now gratify her heart's desire 

. . a beautiful kitchen with modern conveniences . . . without too 
greatly stretching the family budget. 


Auburn Central all steel Pak-Age Kitchens include cabinet sinks, 
base cabinets, wall cabinets, utility cabinets . . . in multiple sizes 
that make simple installation of a complete ensemble or only a few 
pieces. They have the eye-appeal of beautiful streamlining . . . the 


’ pocketbook-appeal of moderate prices. 


- 


It's the line with unique selling features . . . the line that lets you 
capitalize on the nation-wide boom in new home building, remod- 
eling and modernization. This great new market offers big profits 
to wide awake dealers who have the right merchandise to sell. 


The Auburn Central franchise is a guarantee of increased 

volume and generous profits. Good territories still open. 
wy : sod 

Write, phone or wire for our proposition! 






CONNERSVILLE, INDIANA 





AUBURN CENTRAL MANUFACTURING CORP. 
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Interpreted in terms of your busi- 

ness, the nation-wide popularity 
of Union Hardware Roller Skates means volume sales, easily 
and PROFITABLY made! Because of the successful ex- 
perience of millions of users who have found these skates 
equal to the tests of long, hard usage under all conditions, 
the name UNION HARDWARE has become a veritable 
“buy-word” with roller skaters everywhere. Analysis re- 
veals that Union Hardware maintains its unrivaled repu- 
tation for quality by virtue of sound design and construc- 
tion features that customers want, offered at prices they 
can pay: free-running double ball-bearing wheels, shock- 
proof rubber mounted trucks that permit turning in a 
three-foot circle, metal parts made from cold rolled steel 
for added strength, straps of top grain leather that won’t 
pull out, and an extension adjustment that facilitates fit- 
ting to shoe size. Keep an adequate stock of famous Union 
Hardware Roller Skates on hand all the time. Your jobber 
can supply you. 


CASH IN ON GENUINE 
REPLACEMENT see? 


wel 


WHEEL SALES 


Realize extra profits from 
roller skaters by featuring 
this convenient, attractive 
red, white and blue coun- 
ter display containing 
twenty-four genuine Union 
Hardware double  bail- 
bearing wheels. 


HARDWARE COMPANY 
aw EWE Ge § UY 


ESTABLISHED 1854 


TORRINGTON. CONN. 


NEW YORK OFFICE SI CHAMGERS STREET 
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AND WROUCHT STEEL 


HARDWARE 











yNO.1925 
Wrought Steel Sc-eee Door Sets Wrought Steel Goroge Hordware 


Quality Products Manufactured Since 1899 





AGENTS 
4 Warren St. BOSTON: 100 Purchase St. 
CHICAGO: 162 MH. Clinton St. SAN FRANCISCO: 703 Martet St 
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The Early Firm Gets the Business 


(Continued from page 33) 


is adjusted properly is also very 
important if the customer is to be 
a booster for the product. 

“Competition is quite keen on 
this line in our community,” says 
Mr. Bersek, “but we find that our 
service story is something that the 
customer considers of real value. 
It is for this reason that we em- 
phasize the importance of our 
service, and this has resulted in 
many sales that we could not have 
secured purely on a price and 
product basis. 

“One might think that selling in 
this way would simply make the 
purchaser more mindful and 
watchful for little failures of the 
equipment, but this is not the case. 
After installing and adjusting the 
heater properly we very seldom 
hear anything more about it. The 
important thing is to be sure the 
customer understands how to ope- 
rate it and knows how to maintain 


it so it will operate properly all 
the time.” 

This company has found that 
the majority of prospective buyers 
are interested mainly in price. 
They do not seem to realize that it 
is necessary to have the right size 
unit if the home or room is to be 
heated properly and economically. 
Much of the salesman’s time is 
devoted to securing information 
about the place to be heated, then 
the proper equipment to do the 
job is suggested. 

About 50 per cent of the heater 
sales of this company must be 
financed. Arrangements were 
made with one of the well known 
commercial credit organizations to 
handle this paper and this has 
worked out very satisfactorily. 
Limits on down payments and 
length of term are suggested by the 
financing company and these guide 
the owners in making these sales. 


Builders’ Hardware to the Front 


AVID MAHONEY CO., Sche- 
D nectady, N. Y., developed 
this horseshoe-shaped table for dis- 
playing builders’ hardware and re- 
lated merchandise in the firm’s 
Brandywine Avenue store. This dis- 


play brings these lines more promi- 
nently tothe attention of custom- 
ers and has resulted in increased 
sales. 

Builders’ hardware samples are 
shown on one of the sloping display 





This horseshoe table is approximately 7 ft. across the front and 

6 ft. along the sides. The sloping display surfaces cover about 

half the table top, thus leaving a narrow working space inside 
which is used in laying out hardware for jobs. 
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When harvest money 
starts to roll in— 
that’s the time to roll 
out ANCHORLOID 
SPREADERS. For 
that’s when farmers 
do their harness re- 
pair work. 


Here’s why ANCHOR- 
LOID SPREADERS 
sell fast . . . why 
they'll take a good 
mark-up. ANCHOR- 
LOID Rings are made 
of a new, tough, long- 
lasting plastic — 23 
different styles of 
spreaders — non-in- 
flammable and acid- 
resisting. Won’t turn 
yellow. Bright red, 
white and blue colors 
are true and clear. 


So get a jump on this 
“ready-cash” season. 
Write for sample 
ANGHORLOID 
Rings. Or order ANCHOR- 
LOID SPREADERS from 


your jobber today. 





ORTH & JUDD 


co NEW BRITAIN, CONN. 
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Millions of Readers 
@ Complete Set-Up of Dealer Sales 
GET FULL DETAILS! Never before has a coal heater had 
such a sales stimulating push. Mil- 
lions of ads are planned to blanket the nation. Complete dealer sales 
helps are available. And dealers have opportunities to win $5,000.00 
in cash prizes. 
Ask your distributor for full facts now! You have an amazing oppor- 
tunity to cash in on this popular heater which is breaking sales rec- 
ords. More than 60,000 were sold last year . .. and the potential 
market has scarcely been touched. The millions of people using coal 


burners need this different kind of heater. You should stock it now 
to meet the steadily increasing demand. Get details today! 


LOCKE STOVE COMPANY 


Dept. HA, 1012 Baltimore Ave., Kansas City, Mo. 











WE WANT 
TO 
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McKinney Forged Iron Sam- 
ple Boards tell a complete 
sales story of authentic de- 
sign, master craftsmanship 
and beautiful texture. 


Available in nine standard 
panels that make easier sell- 
ing for you and easier buy- 
ing for your customers. 


Write for Complete 
Details 











McKINNEY MANUFACTURING COMPANY : 


@ National Advertising 
Campaign Planned to Reach 



















Model 420 New cabinet model. Retails for 
$39.95. Radiant models $49.95 up. 
Prices slightly higher in New England 
and Western States. 


NO OTHER HEATER LIKE IT! 
@ Heats all day and night without re- 
fueling. 
@ Holds 100 Ibs. of coal. 
@ Semi-automatic, magazine feed. 
@ Burns any kind of coal, coke or wood. 





SEEING MEANS SALES 


when you display the new 


MCKINNEY ‘ic. SAMPLE BOARDS 











PITTSBURGH, PA. 








HARDWARE AGE 
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surfaees along the side. These can 
be removed at will and other items 
shown. At the top is a narrow, flat 
ledge. where other sampled items, 
such as lock sets and night latches. 
are arranged. Cabinet hardware 
items are sampled on the opposite 
side, while trunk hardware and pad- 
locks of all types are shown on the 
display surface along the front of 
the table. 


The two corners at the front of 
the table are not covered by the 
sloping top so that bulkier items 
such as mail boxes, etc., can be 
shown. The displays in these spots 
are changed frequently. 

Flat work surfaces are provided 
inside the horseshoe and these are 
ideal for assembling small builders’ 
hardware jobs and checking before 
packing. 


Mass Display Sells Paint 
for J. M. Warren Co. 


RRANGING a mass display of 

house paint in a prominent 

spot on the sales floor has practi- 

cally doubled the retail paint busi- 

ness of J. M. Warren & Co., Troy, 

N. Y., according to Charles Trum- 
ble, department manager. 

“We took a leaf from the mer- 
chandising book of the mail order 
companies in working out this dis- 
play,” says Mr. Trumble, “and this 
mass showing of house, roof, barn 
and inside paints has attracted a lot 
of attention.” 

The display is arranged on three 
platforms located on one of. the 
main aisles a short distance from 
one of the entrances. Customers 
coming down the aisle must pass 
this large display of paint and it 





naturally makes an impression on 
them. 

Large show cards give the cus- 
tomer complete information on the 
price of this merchandise. The 
prices on the catds are given in or- 
der to encourage the customer to 
buy in larger quantities. For ex- 
ample, the card on roof coating 
gives the price per gallon in 5-gal. 
lots. This same practice is followed 
in pricing the other types of paint. 

Another reason for doing this is 
competition. Mail-order competition 
is quite keen in this section and 
since they follow this practice in 
pricing this type of merchandise it 
is necessary for the firm to do the 
same if prices are to be compared. 


Five-gallon and one-gallon cans of various kinds of paint are 
shown in this mass display which is located on one of the main 
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traffic aisles in the store of J. M. Warren & Co. in Troy, N. Y. 











best ... 
BETTER BRAND 


MOUSE AND RAT TRAPS 





McGill Metal Products Co. 


Marengo, Illinois 





MILWAUKEE ° 


Milwaukee - Lawson 
Adjustable 
Screen Hinges... 





The Builder's High Standard! 


Leader in appearance, quality and performance 
MILWAUKEE-LAWSON Adjustable Screen Hinges 
have been favorites in demand for many years 
Made of best cold rolled steel, with barrel and 
one wing in one piece. Full surface type in Steel 
Planished and Solid Brass or Bronze. Spring is 
of best oil tempered steel An important sales 
feature is the easily adjusted spring tension 

adjustable AFTER installation. 

Attractively packed one in a box, or in complete 
Door Sets with Door Pull, Hook and Eye. Stocked 
and recommended by best Jobbers everywhere. 


MILWAUKEE HARDWARE... 
Popular for Over 40 Years 


MILWAUKEE STAMPING COMPANY 





816 SOUTH 72nd STREET 
WISCONSIN 












There’s a Big Demand in 
Every Household for the 
DIETZ “VOLUNTEER” 
FIRE EXTINGUISHER 





Folks are becoming alertly 
emergency-minded and you 
will find a ready market 
for this inexpensive house- 
hold size DIETZ Fire Ex- 
tinguisher. Quickly smoth- 
ers all incipient fires, gaso- 
line or oil flames. Shock- 
proof. 

Can’t leak, can’t freeze — 
it always works. (Note: 
Smaller than Underwriters’ 
approved.) 


With each Yr doz. 
VOLUNTEER 
auxiliary Fire 
Extinguishersa 
graphic easeled 
counter card and 
20 consumer circu- 
lars are included 
REE. 





R. E. DIETZ COMPANY 
1840 NEWYORK 1941 


DIETZ Lanterns and other 
products are sold only 
through legitimate Jobbers. 











HITE MOUNTAIN 
ICE CREAM 
FREEZERS 





zZzo-a02 





These widely known freezers outsell all 
others. An attractive display in your 
store or window will stimulate buying. 
Keep stocked in all sizes through your 
jobber. They are well supplied. 


THE WHITE MOUNTAIN 
FREEZER CO., INC. 


NASHUA, NEW HAMPSHIRE 





All Work and No Play Makes Jack a Dull Boy 








Piloting his own plane has long been the hobby of Harold Warp, Flex-O-Glass 


| Mfg. Co., Chicago, Ill., manufacturer of glass substitutes. Here he is stepping 


out of his Ercoupe, two passenger plane in the pasture of his old home place 
near Minden, Neb., just as a dust storm was blowing up. He purchased his 


| first plane—a Swallow—at Wichita, Kan., in 1927, in the days before licenses 
| were needed by pilots. That plane was test-hopped by Charles Lindbergh. 





| bottle, a miniature ship in a bot- 





He used a four-place job, before acquiring his new Ercoupe, preferring the 

smaller ship because it is so much easier to get in and out of a small field. 

The trip from Chicago to Minden is 750 miles by road and about 600 miles 

by air. In his new airplane he made the trip in six hours, including time out 
for stops at Cedar Rapids, Iowa, and Lincoln, Neb. 


Collecting miniatures is the hobby 
of R. V. Fisher, a salesman for M. & 
M. Hardware Co., Steubenville, Ohio. 
Here he is with a complete set of 
miniature kitchen utensils, miniature 
smokers’ pipes, sterling silver tea 
service and 100 ivory elephants in a 


tle, and a few of his cther items. 
Years ago he was a trapeze per- 
former and clown with a circus and 
started collecting souvenirs of the 
different towns visited. Since the 
space for carrying personal belong- 
ings was limited he had to collect 
small items. He is interested only 
in miniature items that are made to 
scale. His collection includes a hand 
carved ivory camel that is small 
enough to pass through the eye of a sewing needle. ivory statues and book 
ends but !4 inch high, books—less than one inch square in which are printed 
The Elegy, Lincoln's addresses, Washington's farewell address, etc. Then he 
has hand-painted miniature pictures in colors of trains, tall buildings, etc., 





| and over 150 varieties miniature pipes, each of which could be smoked. 


HARDWARE AGE invites all hardware men to send 
in their hobby photos. All are welcom 
wholesalers, manufacturers and their euleamen. 
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WITT Offers YOU... 


eA Complete Line of CANS for Every all 
* CANS S in Every Price Range for Every Purse 


WITT enables you to meet the Ash and Garbage Can require- 
ments of every customer... to concentrate your Can purchases 
in one source of supply, thereby saving you time and money. 


WITT Cans and Pails—for those who want 
the Best. 


WICO Cans and Pails—good quality, heavy 
cans and pails attractively priced. 


BRIGHTON Cans and Pails—leaders 
in the medium-weight quality field— 
exceptionally good value for the 
money. 

























WICO Ash Cans and 
Garbage Pails are rug- 
gedly built to give 
good service. Compare 
favorably with many 
competitive brands of 
heavy cans. 


BRIGHTON Cans and 
Pails—are ideal for 


Ask your Job- 
ber or write 
for illustrated 


a 
| 
‘ 
; 
| 
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Tk 


WITT Cans and Pails are sturdily 





made from highest quality mate- Catalog. Ad- 4iAla “special sales’. Fa- 
rials. Guaranteed to outlast 3 to 5 dress Dept. “ vorites with many do- 
ordinary cans. Approved by Good HA. mestic consumers. 


Housekeeping Institute. 


THE WITT CORNICE CO. © CINCINNATI, OHIO 


Complete WITT Line includes Ash 
Cans—Garbage Pails, Underground 
Garbage Receivers (right), Mop- 
ping Pails, Roller Cans, Hoisting 
Cans, Hooded Cans, Oily Waste 
Cans—special cans for special needs. 














FLOORS AND 
FLOOR COVERINGS 











BALL BEARING 


CASTERS 


THESE casters PROTECT floors and floor cover- 
ings—no scratches on floor, rugs or carpets. 

THESE CASTERS “@eme’’ Casters are ball bearing casters and > 
HAVE A BALL THAT smoothly and easily in any direction and—they sell 

ROLLS ON BALLS as easily as they move. Let QArmes’’ step up your 
caster sales and profits. Every customer is a logi- 
cal prospect for ‘‘Aeme’’ Ball Bearing Casters. 








THE SCHATZ MANUFACTURING Co. 
POUGHKEEPSIE, N. Y 


Detroit Office: 2640 Book Tower @ Chicago Office: 902 S. Wabash Ave. 
Cleveland Office: 402 Swetiand Building 
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For 1941 Myers again gives you both Ejecto and Plunger Type 
Pumps and Water Systems of improved design and perform- 
ance with many exclusive construction features. Asan exam- 
ple, the new Myers Ejecto Type Pumps and Water Systems 
deliver more than double the capacity of many other pumps 
of equal horse power. Myers Self-Oiling plunger type Power 
Pumps and Water Systems have positive self-cleaning bearings 
and rugged double gear construction. And Myers continues to 
consistently advertise these and other important advantages in 
your community creating a demand for Myers Pumps and 


Water Systems that will carry many a Myers dealer to a new 
high in 1941. 


Get the whole story behind Myers leadership either from us 
or from your Myers distributor. Get it now. 


THE F.E.MYERS & BRO. CO. 


ASHLAND. OHIO. 
PUMPS - WATER SYSTEMS -SPRAYERS- HAY TOOLS- DOOR HANGERS 
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Modern Merchandising 


: 
Demands DISPLAY a y : 
Clever selling ideas will net : 4 F 
you nothing unless you put | 
¥ 


- 
: ’ 
em into practice. ; . As 
bee va teu te pay: thet fmodern sales f 7 w Exceeds the rigid-strength specifi- — ( 
= sey and i sompettign demand eo Vs } cations of the U.S. Gov't., States 
psychology and sti ossible without correct, 7s 7 sa. U- 5. Gar. 
open display 1s voricller has been serving the } ; | ; | 
ern equipment. re Retailer for years—remod- _. PIES, ice calla, 
readers of Hare vnes—re-equipping—helping to a ne 
- rr complete $ a Y brands for every require- 
mplete Heller story, ius : : y 
For the wo ad—pin to your let- + | aT a to ance 
treed 1 ry oPAr 2% * jobbers everywhere 
ER & C NY - 
g41 >= =_— MONTPELIER, OHIO oa 
%, y | 
BUSINESS BUILDING STORE EQUIPMENT | 
] 
I 
l 
¢ 
PURITAN : 
0 


CORDAGE MILLS 


LOUISVILLE, KENTUCKY 
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DENISTON 
ROOFING 
NAILS 


Sell the nails your customers 
want — DENISTON TRIPLE 
LOCK LEAD SEAL DRIVE 
SCREW ROOFING NAILS. The 
lead under the head and down 
the shank plugs the hole around 
the nail with lead to form a 
weather-proof seal . . . the 
“bump” triple-locks nail, lead 
and sheet solidly together . . . 
the drive screw shank makes 
the nail turn and hold like a 
screw. Result: the roofing gives 
better service and lasts longer, 
your customers are satisfied, you 
get more business and make big- 
ger profits. Deniston Nails are 
made for all kinds of roofing. 
Available in various styles and 
lengths, in bright or galvanized 
finish or solid copper. Send for 
FREE Demonstrator blocks and 
gamples of nails. 
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4856 South Western 
CHICAGO 


Avenue 


ILLINOIS 














DOOR CONTROLS 


This simple, popularly priced door 
control serves the double purpose 
of holding doors open or closed by 
spring tension and at the same time 
keeping doors from opening more 
than 90 degrees, thus preventing 
the door from striking against the 
wall or other obstructions. Swings 
door open or closed automatically 
from point about midway of the 
swing. 

Made in two sizes, one for light cup- 
board-type doors No. 94-18-5 and a 
larger size No. 94-18-7 for closet 
doors. Larger size has adjustable 
spring tension as shown. In cad- 
mium finish on wrought steel. 


Your Jobber knows why 
you specify “Shelby” 


THE [yolby_ 


Cc SPRING HINGE CO 
SHELBY, OHIO 
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How to Merchandise Guns 
and Ammunition 


(Continued from page 36) 


plan of banking institutions, has 
a gun club named for his store. 
In reality the club is a layaway 
plan to encourage hunters to start 
making payments for guns they 
want well in advance of the sea- 
son. The dealer thus builds good 
will and traffic and increases the 
sale of firearms and equipment. 


18—Sell hunting clothing. 


The hardware dealer handling 
a good line of arms and ammuni- 
tion is missing a good bet if he 
neglects to sell hunting clothing. 
Properly displayed it will enhance 
showings of firearms, etc. 


19—Have shooting trophies. 


Because there is a good margin 
in the sale of shooting trophies, 
the hardware dealer, catering to 
clubs which sponsor matches, 
would also do well to make con- 


| nections with a trophy house and 


show a few samples with his gun 
displays. 


Pet Shop Sells $100 
Every Month 


(Continued from page 29) 


ume. Folding gates used to keep 


| youngsters from staircases, etc., 


are displayed with the department 
as an extra items which may be 
used to keep dogs from forbidden 
areas. Dog biscuit, soap, leashes, 
muzzles, toys, feeding plates, beds, 
harness, collars, chains, etc., are 


| displayed in this compact depart- 


ment. Then there is dog yeast, 
brushes and combs, blankets, coats, 
etc., the latter two items being 
shown only in cold weather. 

Items in this department run 
from 10 cents up to $1.69. Dog 
toys sell from 10 to 25 cents, 
leashes at 10 cents and up, collars 
from 10 cents to $1.00. Then there 
are chains from 15 to 29 cents, 
harness up tu $1.39 and a number 
of other items. 
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ASK YOUR 
JOBBER 





EXPAND YOUR 


SALES AND PROFITS 
with 


PAINE 


WOODSCREW 
EXPANSION 
ANCHORS 


LEAD TYPE — Fig. 950 


A handy—easy-to-install Woodscrew Anchor 
you can recommend with confidence. You 
simply insert anchor in hole in marble, 
tile, slate, mosaic, brick, etc. and wood- 
screw will cut its own positive thread in 
shield as it is tightened. Shield expands 
uniformly under screw pressure to provide 
a secure anchor. 








Fig. 956 
A new and improved anchor that expands uniformly un- 
der screw pressure to give positive bite for woodscrews 
in lath and plaster, marble, slate, etc. Easily cut with 
sharp pliers to size needed. A popular priced item every 
mechanic needs. 
Ask Your Jobber for These Paine Products 


THE PAINE CO. 


2963 Carroll Ave. Chicago, Ill. 
New York Warehouse & Sales: 48 Warren St. 
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AS A GRYSTAL SPRING 


YOU GAN BARELY 
HEAR IT... BUT 
YOU'RE GOING TO HEAR 
A LOT ABOUT IT! 





SILENT FLOW 


AUTOMATIC DEEP WELL WATER SYSTEM 


LETS YOU SLEEP 
ro IN PEACE... 


Now comes a deep well 
water system with true 
precision-quietness. To any 
farm or suburban resident who has ever lived 
24 hours a day with a noisy pump playing a 
“bazooka symphony” on the water pipes, the 
arrival of the new Monitor SILENT FLOW is 
a blessed event. 


The new Monitor SILENT FLOW ends old 
pump noises that are amplified on the water 
pipes. A new double-action principle cushions 
the downstroke — there’s no pump rod jerk 
or motor groan. 

Let your pump prospects spin the drive wheel 
with one finger — it rocks back and forth 
like the balance wheel of a watch! Fine her- 
ringbone drive gear and pinion are precision 
machined, smooth as a gliding shadow. The 
new “straightline” drive gear and pitman are 
in a single plane. Perfect alignment is main- 
tained by new type “long leverage” split slides. 
Deep well pumps are big time merchandise 
nationally. If you really want to cash in — 
write to the nearest BAKER branch about 
the new Monitor SILENT FLOW. 
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BAKER ILE, MIS Srna CO. 


hatin pie 


BALL AND ROLLER 
BEARINGS EXCLUSIVELY 
The new SILENT FLOW is one 
of the lightest running pumps 
ever built. Ball and roller 
bearings throughout—yow can 
spin the drive wheel with one 
finger. 


NEW “HOLLOW PLUNG- 


ER’? OIL PUMP... 
Full flood-lubricated, like an 
automobile motor, with a 
patented valveless oi! pump 
that acts as its own oil line. 
Refilling crankcase once a 
yeor is all the attention re- 
quired. 


SEALED IN AN IRON VAULT 
The beautiful case is gasket- 
sealed against water and dust 
—like closing the door to an 
iron vault. Removing ovter 
case lets you get at the well 
without dismantling pump. 
Sub-frost discharge simple as 
ABC to install. 


NEW SURE-SALES PLAN 
Throws a new light on whole 
pump business. Write to near- 
est BAKER Branch. 





STRENGTH 


Just as nature endowed the 
elephant with amazing strength, 
so have designing and scien- 
tific methods embodied unusual 
strength in the ABW Solid 
Shank Shovel. 


To say this famous shovel is 
the strongest shovel made, is no 
idle claim, for tests have proven 
its superiority and widespread 
consumer satisfaction substanti- 
ates this claim in performance. 
Two features are mainly respon- 
sible for this unusual strength: 


1—The Patented ABW Shock 
Band, which adds substan- 
tially to the handle strength. 


2—The blade and socket made 
from one solid piece of steel. 


Add to these features the quality 
of the steel, the heat treating 
process, and the Second Growth 
Northern Ash Handle and it is 
easily understood why the ABW 
Solid Shank Shovel is the strong- 
est shovel made. The D Handle 
Shovel is equipped with the 
famous ABW Armor-D Handle 
—the most perfect handle made. 


Ask your Jobber 
& ABW PRODUCTS 


Shovels Rakes 
A M E s Spades Post Hole 


Since Scoops Diggers 
Forks Agricultural 
1 7 7 4 Hoes Handles 


AMES BALDWIN WYOMING Co. 


PARKERSBURG, W.VA. @ NORTH EASTON, MASS. 
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These Tables Show 
More Merchandise 


OW to show more merchandise 
is a problem that every hard- 
ware dealer faces at some time or 
othe. Albert Emmons of Emmons 
& Herbert, Inc., Lyndonville, Vt., 
has solved that problem for his own 
store by devising and building a dis- 
play table that shows a maximum 
number of items to the best possible 
advantage. 
This table differs from the cus- 
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End view of the table showing 
construction details and the 
arrangement of shelves in the 
front and the storage section. 


tomary type in that the two lower 
shelves show merchandise just as 
well as does the top. Goods on these 
lower shelves can be as easily seen 
and reached as those shown in any 
other way in the store. 

Mr. Emmons is a great believer 





Tables are arranged in batteries in the store. 


AUGUST 21, 1941 


in the self-service idea and feels 
that this type of table, once the mer- 
chandise displays have been prop- 
erly set up, encourages customers 
to wait on themselves. He is con- 
vinced that more and more people 
prefer to do this whenever it is 
possible for them to do it. 

The bottom shelf of this table is 
8 in. wider than the top giving the 
imp ession that the sides flare out. 
This const uction feature, however, 
makes it possible for customers to 
see the merchandise shown on the 
two lower shelves and also serves 
to make considerable extra display 
space available. Displays on these 
lower shelves are carefully planned 
and are kept up just as are those 
upon the top of the table. 

These tables are 32 in. wide at 
the widest part, 24 in. wide at the 
top, 36 in. high and 7 ft. long. The 
base proper is 5 in. high and is 
recessed 4 in. at the front in order 
to provide toe room. All of this 
equipment was made by local cab- 
inet makers and is finished in light 
oak to harmonize with the other 
equipment in the store. Ample stor- 
age space for stock is provided at 
the rear of the table. 

The recessed base provides the 
necessary toe room so important to 
the comfo:t of customers looking at 
goods on tables. People can stand 
as close to this table as they can 
to an ordinary kitchen table. 

“We find that we make many ex- 


Merchandise on the 
extra display shelves is in plain view and is easily accessible. 








Red Dewily 
GLASS CUTTERS 








New standard handles 
on all models. Heavily 


plated and polished. 


Perfect finger rest. 
Long-life, machine 
made uniform alloy 


REDYVDE Vi 


steel wheels. 


Oversize hard bronze 
axle, smooth opera- 
tion. 
Rustproof. 


Pregreased. 


LANDON P. SMITH, INC. 
IRVINGTON, N. J. 


GLAZIERS POINTS «+ ¢ 
PAINT 
ELECTRIC 


GLASS CUTTERS + 
PUTTY KNIVES +» WOOD SCRAPERS + 
FLOOR SANDING MACHINES + 








THE LANTERN 
WITH 
THE AERO 


FEATURES 


In 2 sizes 





Smart in looks. Smart in construc- 
tion. All-Weather Controls. Air 
Flow Combustion. Aero (rain 
shedding) Dome. Ride with the 
Air Pilot and you will reach new 
heights in lantern sales. 





Embury Mfg.Co., Warsaw,N.Y. 














The MASTERS 
“‘HANDI-CART”’ 


U. S. PAT. 2,249,019, JULY 15, 1941 
“Successor to the Wheelbarrow” 


The Masters ‘‘Handi-Cart’’ was 
originated, designed, perfected and 
patented by E. L. Masters of the 
Masters Planter Co., Chicago, Tl 






















Because of the outstanding success 
of the ‘“‘Handi-Cart’’ since its in- 
troduction, other manufacturers are 
endeavoring to make and substitute 
a cart of similar appearance. 
For quality, strength, durability, 
superior workmanship and complete 
satisfaction of your trade, sell the 
genuine, original Masters ‘“‘“HANDI- 
CART’. Why not sell the best? 
When you recommend and sell 
the Masters ““HANDI-CART’’ 
you build prestige as well 
as profit for yourself 
The ‘‘Handi-Cart”’ is 
useful for hundreds 
of jobs around the 
house and in the 
factory, too 


Made in 2 sizes: 
22 & 3% cu. ft. 


to retail for 


‘5* and — 
Prices FOB Chicago 
oe 


WE WANT 
Live Jobbers and Dealers 


Masters “‘Handi-Cart’’ offers a most attractive propo- 
sition for the progressive jobber and dealer Profit 
margins are generous, Write or wire for descrip- 
tion and discounts 


MASTERS PLANTER CO. 


4029 W. LAKE ST. CHICAGO, U. S. A. 











NATIONAL ADVERTISING 








STEPPED UP AGAIN 





WITH SALES CLIMBING FAST, Iron 
Glue again has increased its national ad- 
vertising, which has made the Iron Glue 


elephant one of America’s best known 


hardware trade-marks. LIFE, SATURDAY 


EVENING Post and CoLLiER’s now carry 


Iron Glue advertising every month. The 


new lever-lift top for 10¢ bottles, always 
easy to open and close, is a smash hit. Ask 
your jobber, or write giving jobber’s name, 
for full details. 
THE McCORMICK SALES CO. 
428 Light St., Baltimore, Md. 
in Canada address: 


MeoCormick & Co. (Canada) Ltd. 
Toronto, Ontario 
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AN ELEPHANT FOR STRENGTH 






tra sales now,” says Mr. Emmons. 
“This is probably because we are 
able to show so much more mer- 
chandise. These tables certainly 
stimulate customers to look around 
the store. Frequently they find the 





merchandise they were seeking, ‘sell’ 
themselves on it and simply bring 
it to us for wrapping. We are able 
to wait on more people in the 
course of a day and, I think, the 
customer feels satisfied. 





Short Cut to Socialism 


BRITISH laborite member of 

Parliament who was recently 

on a “good will” tour of this country 

said the war cost is so terrific that 

when it is over all Britons will have 
to “start from scratch.” 

No doubt the M.P. was being real- 
istic. Another English visitor, the 
feminist leader, Miss Beatrice Gor- 
don Holmes, tells Americans that 
the new confiscatory income tax 
scale is “the fastest method of con- 
verting a country to socialism ever 
known.” And, when a national debt 
reaches the point where the politicos 
that its repudiation will 


consider 
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cause less popular electoral revolt 
than the collecton of taxes to pay it. 
they repudiate. 

If we could turn back the hand of 
time to our twenty-first year most of 
us would be willing to start again, 
“from scratch,” says Nation’s Busi- 
ness. Denied that magic volition. 
those past 40 who have acquired a 
home, a business, a savings bank 
account or a few securities, but who 
retain less than half of the energy 
they started with at 21, may be ex- 
cused for feeling that such a new 
deal would be arrived at by dealing 
from the bottom of the deck. 








SALE 








vy 
OW THAT, THATS THE ORIGINAL SHOE STRING I 
STARTED IN BUSINESS WITH ” 


HARDWARE AGE 


























By L. W. MOFFETT 


Washington Representative 


of Hardware Age 





DON’T LOOK FOR HOUSE pas- 
sage of the Administration’s price con- 
trol bill before late September. Despite 
the warning of Leon Henderson, 
OPACS generalissimo, that the country 
is on the brink of inflation, the House 
Banking and Currency Committee wants 
to think it over. It probably, will be 
mid-September before the committee 
completes its study of the measure. 

x*e 

COMMITTEE MEMBERS show 
skepticism over two big loopholes in 
the bill—no provision for wage con- 
trols; and the concession obtained by 
the powerful farm bloc in Congress 
which sets a farm price ceiling 110 per 
cent of parity. The wage control pro- 
vision was omitted for reasons of polit- 
ical expediency. The ceiling on farm 
prices was included for the same rea- 
son. Administration lieutenants are soft 
pedaling both. 

xk 

NO GROUP WAS TAKEN more 
by surprise by the 110-per-cent-of-parity 
provision than the Retailers’ Advisory 
Committee. Last May the committee 
pointed out that the 85-per-cent-of-par- 
ity measure then pending would in- 
crease food costs more than 10 per cent. 
Actually, food costs have been upped 
13 per cent. At one time the committee 
had reason to believe the price control 
bill would include four basic farm com- 
modities at 100 per cent of parity. It 
now forecasts that the 110-per-cent-of- 
parity provision will hike food prices 
another 10 per cent and more. 

¢. & 2 

THE DISTRIBUTIVE TRADES, 
now reconciled to the idea of price con- 
trols if reasonably applied to individual 
commodities as they move out of line, 
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Hil IGTON NEW 


have made an honest effort to keep liv- 


ing costs down. Indeed, Mr. Henderson 
recognized this fact in his testimony be- 
fore the House committee on Aug. 5. 
He forecast that consumer prices are 
going up as the retail price level, now 
lagging behind the wholesale price 
level, starts to reflect higher wholesale 
prices. This lag was shown on a Hen- 
derson chart entitled “The Shape of 
Things to Come,” a chart which com- 
pared the upward movement of whole- 
sale prices since the present war got 
under way. 
x «rk 

SOME OPM OFFICIALS private- 
ly admit that the diversion of strategic 
materials away from non-defense in- 
dustries will close 6000 factories, dis- 
place over a million workers, and pro- 
duce tremendous social and _ political 
repercussions. Aluminum ware, radia- 
tor, and washing machine manufactur- 
ers being called in by OPACS to sub- 
mit detailed engineering estimates of 
material supplies, machine tools and la- 
bor, have been told that after mil- 
itary needs have been met the ratio of 
civilian demand to residual supply is 
15 to 1 for aluminum; 5 to 2 for cop- 
per; 2 to 1 for alloy steel, nickel and 
tungsten, and 3 to 2 for zinc and tin. 

ee 

THE RETAILERS ASSOCIA- 
TION of Knoxville, Tenn., agreed to 
cut off window lights at 8 p.m. Inte- 
rior lights were dimmed 25 per cent, 
outdoor signs underwent a complete 
blackout, and air-conditioning equip- 
ment had a noon-hour rest to compen- 
sate for the mid-day electric cooking 
siesta. 

Though a number of steps are being 
planned in Washington, including the 
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adoption of an electric grid system for 
greater power distribution, such a pro- 
gram takes time. OPM officials are 
urging retailers throughout the country 
to adopt the voluntary conservation 
methods pioneered in the South. 

OPM publicizes the idea as being 
“more desirable than the alternative of 
compulsory power rationing.” 


xk * 
THE ARMY has decided to elim- 


inate some frills and save a vital de- 
fense metal. Heretofore tungsten has 
been used in toe calks of horseshoes. 
Now specifications do not require that 
metal and it can be used for more im- 
portant defense items. 


x 2 ® 


THE PRESIDENT’S MESSAGE 
to Congress on July 30, in which he 
sought to vest broad price-fixing au- 
thority in the Office of Price Adminis- 
tration and Civilian Supply, thus far 
only a creature of executive order, came 
after Mr. Roosevelt conferred at length 
with OPACS Administrator Henderson 
the night before. 

Consumer and price divisions of 
OPACS earlier in the week called in 
members of the retail and wholesale 
advisory committees to talk over cur- 
tailment of consumer goods and plans 
for civilian allocations. 

The week before the President gave 
implied endorsement to a voluntary or- 
ganization of retail distributors whose 
job would be to police prices through 
the establishment of voluntary commit- 
tees. Word from Mr. Roosevelt on the 
subject came via Louis B. Kirstein, of 
Boston, chairman of the American Re- 
tail Federation, an occasional caller at 
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VAUGHAN 


a SUB-ZERO 
AXES 


The choice of 
farmers and 
woodsmen 
everywhere 





Designed for chopping 
at temperatures as 
low as 50° below zero. 


NO BETTER AXE AT ANY PRICE 


All-tool steel blade is electrically fused to 
tough steel head by Vaughan’s exclusive, 
patented process. Distinctive blue and sil- 
ver striped head and high grade white 
hickory handle make the Vaughan Sub- 
Zero Axe the most distinctive axe on the 
market. 


Include Sub-Zero Axes with your next 
order. Display them on your counters. 
Every customer that comes into your store 
will remark about their beauty and every 
user will vouch for their quality. 


Ask your Jobber for details or write 
direct to the factory! 


VAUGHAN & BUSHNELL 
MANUFACTURING CO. 
2114 Carroll Ave., Chicago, Ill. 











IMPROVES stove performance, ignit- 
ing quickly. 

BETTER combustion economizes on 
fuel. 

WIRE-CORED yarn preserves burning 
edge. 

EXTINGUISHES quickly, eliminating 
odor. 

CARBON deposit readily wiped off. 
ECONOMICAL because longer-last- 
ing. 


FAST seller because of its novelty. 








VSTRIAL SALES OF VISION 


RAYBESTOS-MANHATTAN, INC. 


MANNHEIM FA MORTH CHABLESTON 5 














the White House and close friend of 
the Chief Executive. 


Emerging from the President’s office, 


Mr. Kirstein placed emphasis on hold- 
ing prices down by controlling raw ma- 
terials prices, registered no opposition 
to “the right kind” of price control 
legislation intelligently administered, 
thought that talk of government price 
fixing by itself would have “a salutary 
effect.” 
xk 

BY SEEKING CONGRESSION- 
AL SANCTION for controlling prices, 
the Administration runs the risk of 
having Roosevelt-appointed Price Czar 
Henderson relegated to the status of 
a mere member of a governmental price- 
fixing agency. Many members of Con- 
gress would like nothing better than to 
clip the powers exercised by Mr. Hen- 
derson, but the Administration finds it- 
self in a tight spot, with its present 
price-fixing machinery in a bad state 
of demoralization. Even the President 
admits that existing authority over prices 
is indirect and circumscribed; that the 
Henderson machinery is cumbersome 
and ill-adapted to all circumstances 
likely to arise; that there has been 
evasion, bootlegging and open defiance 
of OPACS’s price-fixing orders. 

2. =e 

COMMENTING ON THE IN- 
CREASE in the number of women 
employed in retail trades due to the 
present emergency, the Department of 
Commerce’s Industrial Reference Ser- 
vice says that in 1939 women consti- 
tuted 14.4 per cent of the employees in 
unincorporated hardware stores owned 
by 28,709 active proprietors. The num- 
ber of women was 8,159 compared with 
48,603 men. 

xk * 

ALUMINUM COLLECTED from 
the public will be analyzed for use in 
planes, battleships, tanks, shell and 
bomb fuses and military equipment. 
Tests also are being conducted to in- 
sure that more and more secondary alu- 
minum will be used wherever possible. 
Which means that wheh hardware store 
shelves are bare of aluminum ware they 
will remain as empty as Mother Hub- 
bard’s cupboard. A symbol it is of the 
crushing effect national defense will 
have on small business. 

Already, according to Domestic Com- 
merce, Department of Commerce publi- 
cation, more than 3413 persons or about 
one-fifth of all the employees of the 
aluminum cooking utensil industry have 
been laid off or quit their jobs as the 
result of the industry’s present inability 
to obtain aluminum for nondefense prod- 
ucts. This number of layoffs and resig- 
nations represented the total for 14 of 
the 22 concerns in the industry. 

x**k 


LESS THAN FOUR MONTHS 
AGO President Roosevelt appeared 
irked at a White House press confer- 
ence when it was suggested to him that 
the cost of living was edging upward. 
He turned aside the question by asking 
for specific instances of price rises. 

Today Mr. Roosevelt himself is spe- 


cific on the subject. He quotes Bureau 
of Labor Statistics that wholesale prices 
in the last 60 days have risen more 
than five times as fast as they did at 
any time since the outbreak of the 
European war, and asks Congress for 
statutory authority to fix ceilings for 
prices and rents and empower a price- 
fixing agency of the government to deal 
with “excesses in the field of install- 
ment credit.” 


The H. oa Man 


I wonder if the hardware man 
Thinks of the romance of his trade, 
Or if the things he sells each day 
Are simply nails, a hoe, a spade. 
The world is built upon his wares, 
Skyscrapers, roads, and even 

bridges 
First take form from tools he sells; 
And all along the fertile ridges 
And the fields throughout the land 
A host of farmers till the soil, 
Producing food to feed the world 
With hardware tools to speed their 

toil. 
Now it may seem a trifling thing 
To sell a man an auger bit, 
But who knows in this busy world 
What wondrous things he does 

with it. 

—Irene Berry Cramar 
Eprror’s Note: The author of this 

poem has a hardware background. Her 
father, Elza P. Berry, began selling 
hardware as a young man with the firm 
of Smith, Marshall, Howe in Sedalia, 
Mo. In 1907 he went with the Sedalia 
branch of N. Johannes & Sons Hard- 
ware & Implement Co. remaining with 
them as manager of the hardware de- 
partment until 1933. He is at present 
in charge of the implement department 
in the Sedalia branch of Montgomery, 
Ward & Co. The author states, more- 
over, that she “grew up on HARDWARE 
AcE as I can remember I pored over it 
when Dad brought it home from the 


store.” 


Answers 


(Continued from page 40) 

1—Smooth as glass. Cold as steel. 
Rough as sandpaper. Sharp as 
tacks. Soft as putty. 

2—“Mow ’em down!” Lawn- 
mower. 

3—Nuts, rope, bat, chisel, maul. 

4—Rake, wedge, wrench, lever, 
tackle, rule, level, tool, pick, 
pinchers. 

5—Hatchet. 

6—Spades and clubs (golf). 

7—A kingdom was lost for want 
of a horseshoe nail. 

8—Pick and shovel; hammer and 
tongs; pots and pans. 


HARDWARE AGE 
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After 3 Years its Still 
Ameicad. 
BIGGEST VALUE 






@ Now it’s more attractively designed than ever . . . with 
a hammertone smooth finish that’s easy to wash and keep 
clean . . . and with rich looking chrome trim. The records 
prove that this Mode! PF-30A gives highest efficiency, more 
economical operation, and it’s remarkably priced. Truly 
America’s biggest value. Exclusive pedestal base. Side doors 
for direct radiation. And many other features that make it 






Distributors, 
Dealers Wanted 


e 
@ Increase og an easier to sell. 
rofit with A plete line of 


Stent ee nute air condition- 









up-to-the-m furnace F Tijobee Bu 

ing furnaces, pot — heaters, amous urner 
rners, = 

= room heaters. pagen Burns any kind of oil with 







any 
stilt available ote for wall greatest efficiency, regard- 


tories. 

tetails. Address Dert. 4. 

Sold Only Thru Independent 
Distributors 






less of draft conditions. 
Transparent flame. Proved 
by years of tests and field 
service to be most satisfac- 
tory. Clean, quiet and 
efficient. 













PIONEERS /N O/L HEATING 


SILENT SIOUX OIL BURNER CORP. 


ORANGE CITY. 


IOWA 








PNGB GATOR 


STEEL BELT IWXall Xe 





ECONOMY PACKAGE is a 


FOUR SIZES IN 
ECONOMY DiS- 
PLAY UNIT. For 
quick over-the- 
counter sales 
use this Econ- 
omy Display 
Unit, containing 
3 packages 15E, 


KEEPING | THIS 
particularly attractive merchan- 
dising item. It avoids the neces- 
sity of breaking a standard box 
of lacing. Contains one set of 
lacing ‘complete with gauge and 
hinge pins for a 12” belt and the 
lacing can be broken to length 
for the narrower belts. 


FOR 
UP YOUR STOCK 
these Economy 
Packages are 
packed 10 of a 
single size in 
corrugated ship- 
Ping carton 
shown above. 
































Lacing List Weight Belt 2 of 20E, 3 of 25E 
No. Per carton Per carton Thickn and 2 of 27E. 
15E 4. 75 3.1 Ibs. i" to 54" 
20E 5.00 4.1 lbs. Bho" to She" Ne. 410. Econ- 
25E 6.25 4.9 lbs. 6" to iho" omy Display 
27E 6.65 5.8 Ibs. 1%" to %o" Unit, List....$5.60 
35E 8.50 8.4 Ibs. %o" to Ye ORDER FROM 

All prices subject to discount YOUR JOBBER 


FLEXIBLE STEEL LACING COMPANY | 


4616 Lexington Street, Chicago, Illinois 


AUGUST 21, 1941 











20% ANNIVERSARY CELEBRATION 
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another line-up 


of 
Champions 


There is constant demand for coat and 
hat hooks and the consumer is always in- 
terested in the unusual item. This 
Champion line-up offers you a profitable 
market if you promote use of these hooks 
in the home. 


These hooks find ready use in coat 
closets, wardrobes and lockers all 
valuable assets for home use. 


Champion Hardware offers you a 
complete line of fast moving, profitable 
items that keep the cash register ringing 

. contact your jobber today and join 
the Champion profit parade. 


THE CHAMPION HARDWARE COMPANY 
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KEY BLANKS 


OF EVERY DESCRIPTION 


Catalogue on Request 


GRAHAM MFG. co. 


Sele, Gam. MU. S. A. 








Gibson Good Tools 


Gibson Patented 
Gripper Clips, flex- 
ible steel, nickel 
plated. Small size 
hold kitchen uten- 
sils, tools, golf 
clubs, canes, ete. 
Large size brooms, 
mops, garden tools, 
ete. Retail 10¢ ea. 
on beautiful disp. 
cards, Also Robert - 
son “Horses! 
Magnet’ Hammers. 


° GIBSON GOOD TOOLS, inc. s 
Box 268 Orange, Mass., U.S.A 














E-Z CORN POPPERS 


The original rotary Corn 
Poppers. They use less 
heat and do not burn the 4 
corn. Stove type or 
electric. 


OverA 
MILLION 
Have Been Sold 


Pistol blue steel, or bril- J 
Hant nickel finish. Ask 
your Jobber. 


0. $. Keene Machine Co., 









- Elkhart, Ind. 











10¢ 
Cards 

25¢ 
Boxes 
or Bulb 





WOOD JOINERS 


THEY PULL—CLINCH—HOLD 


The outstanding fastener for making, repairing 
sereens, gardee 


furniture, frames, ete. 
Ask Your Jobber 
SUPERIOR FASTENER CORPORATION 
5224 N. Clark St. Chicago, il. 











15 days- 


before date of issue 
is the closing date 
for the classified ad- 
vertising section. 














How’s the Hardware Business? 


(Continued from page 42) 


promised are toward the close of 194]. 
Other mills have withdrawn all prices 
on cotton, jute and hard fibre twines, 
with new orders subject to mills’ ac- 
ceptance, and to prices prevailing when 
shipments may be available. 


* * ~ 


Crosley refrigerators—During 
the first half of 1941, 94 per cent more 
Crosley refrigerators were shipped than 
during the first half of 1940, according 
to Robert I. Petrie, vice-president in 
charge of sales, The Crosley Corp., Cin- 


cinnati, Ohio. 
* * *& 


Domestic electric ranges—A 
total of 73,753 domestic electric ranges 
were shipped to dealers and wholesale 
distributors during the month of June, 
1941, or more than double the ship- 
ments for the same period last year, 
when 36,094 units were shipped. Ship- 
ments the first half of this year totaled 
391,603 units compared with a total of 
246,723 during the same period of 1940. 


% * * 


Electric refrigerators—Sales 
of household model electric refrigerators 
to wholesalers and 
United States, 
June, 1941. during the same 
month last year numbered 328,950 units. 
For the first half of 1941, sales totaled 
2,451,937 household units, compared 
with 1,868,211 during the same period 
of 1940. 


dealers, in the 
totaled 378,054 units in 
Sales 


Washer, ironer shipments— 
Household washers shipped by the 
members of the American Washer & 
Ironer Manufacturers’ Association in 
June totaled 188,365, compared to 112,- 
134 in June, 1940, and 206,030 in May, 
1941, according to industry figures re- 
ported to Joseph R. Bohnen, Chicago, 
Ill., executive secretary-treasurer. Iron- 
ers shipped in the month totaled 20,283, 
consisting of 8,435 portables and 11,848 
cabinet compared to 8,571 a 
year ago, 2,396 portable and 6,175 cabi- 
net models. May shipments were 21,767, 
portables aggregating 10,088 and cabinet 
models 11,679. Washer shipments in 
the half-year amounted to 1,088,288 
units, compared to 777,576 in the same 
period of 1940. TIroners aggregated 
122,483, consisting of 59,658 portable 
and 62,825 cabinet, as against 63,749, 
made up of 16,590 portable and 47,159 
cabinet, in the first half of 1940. 


* * 


models, 


Roofing nails — One maker of 
roofing nails advanced prices, as of Aug. 
1, “in line with increased labor, mate- 
rials and other manufacturing costs.” 
The increase on plain bright finish in 
100 lb. kegs was 14 cent per pound extra 
and extras for finishing are now as fol- 
lows: cement coating (unchanged)—' 
cent per lb. extra; electro-zinc galvan- 
ized, 3 cents per lb. extra, and hot- 
dipped galvanized 3% cents per lb. 
extra. Orders for future deliveries will 
be subject to prices ruling at time of 
shipment. 


America Challenges Its Engineers 


HE productivity of a country 

is primarily measured by the 
ability of its engineers. And - par- 
ticularly is this true as to producing 
the tools of war. 

Hitler, by his challenge to dem- 
ocracy, has caused a great challenge 
in turn to be issued to the engi- 
neers of America. Our President 
and his administrators have called 
for production accomplishments 


that stagger the imagination. In~ 


one item alone, aircraft, it will be 
necessary for us to build up produc- 
ing capacity during the next 18 
months to twice that of the autoro- 
bile industry, the greatest yet 
known. 

A tremendous task. But it will be 
done. It will be done because there 


is no ceiling yet established for ac- 
complishment by our American en- 
gineers. And there never will be. 

Lets consider, for a moment, how 
the American engineer has met the 
challenge of the past. 

He has transformed the prehis- 
toric ox sled into the motor car by 
combining the wheel with the en- 
gine, thereby giving mobility to mul- 
titudes. He has graduated mankind 
from the stone age to the steel age 
through his aptitude in metallurgy. 
He has freed our earthbound feet 
and given us the wings of angels 
through the production of the air- 
plane. He has raised the standards 
of living of great populations and 
multiplied the power of possession 
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pl Wrenches 


Made of special alloy steel.——Twice as 
strong yet a third thinner and lighter than 
standard pattern. Will fit in small places 
and withstand severest possible strain 
without damage. 

Furnished chrome nickel plated with 
sides of head buffed to a high, beautiful 
lustre. Handle has soft, velvety finish— 
pleasing to hold—not slippery. 























All cotton yarn, firmly braided. 50% 
stronger than soft roving lines, yet 
| low priced. Whale is value to your 
customers, and to you—it has extra 
sales value, because it is packaged to 
be self-selling, in brightly printed 
| transparent wrap and effective counter 
display carton. You can sell clothes 
line even though you hide it away— 
you can sell far more when it is 
properly displayed. 











Diamond Pliers 





Clothes line is a necessity—people 


Made in many patterns and finishes—slip- neg ly ll IE pong ee 


joint style—cutting pliers—needle nose from you. Stock Whale Clothes Line 
pliers, thin and bent nose pliers, and spe- and let the effective Whale packaging 
cial tools such as motor pump and battery say, buy here and now. 

pliers. Also striking counter displays is mele 0 wite vee at oe 


holding actual pliers. braided cotton clothes line and sash 
cords, to meet all requirements for 
Price and quality. 








Diamond Calk Horseshoe Co. 
4612 Grand Ave., Duluth, Minn. 





| SAMSON CORDAGE WORKS. BOSTON, MASS. 








: ee ASK YOUR SUPPLIER ABOUT 


, Oe nl A 1 | . y “ = BATHROOM & KITCHEN FIXTURES 


DESIGNED FOR TOP SALABILI OAKVILLE, CONNECTICUT WRITE FOR CATALOG INSERTS 


<TR> AX OLORTOP FUSES 


—T oe ° 








in the right paper—in the 
right way. HARDWARE 
AGE will tell your story to 
the greatest number of hard- 
ware men in the hardware 
. trade. Its Classified Oppor- 
tunities Section is the place 
to put your want ad for 

quick, tangible results. 


_Speak to the right “class”— rae Tl 


7 colors for eye-appeal— 
5 unit boxes for bigger 
sales—all safety top plus 
the NEW DISPLAY car- 
ton of 50 fuses makes 
more sales . . . more 
crofits for you. 













This NEW car- 
ton FREE with 
every 50 fuses 4 





































' HARDWARE AGE “NO SHOCKS (manMaliaal 
. Classified Opportuni NO GL LASS COLORTOPS. 
: 100 East 42nd St. New York City Ak 
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, E. C. ATKINS AND COMPANY, 410 S. Illinois St., Indianapolis, Indiana 
n ae J 
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[PR IEST's CLIPPERS. 
A Complete 
Line— 


Ask 

Your Jobber 

75 Years’ Reputation in the Trade 

AMERICAN SHEARER MFQ. co. 
NASH H 


UA, N. H. 


: STAR DRILS 











XFORD 














OXFORD TOOL COMPANY 
G. G. Campbell, Pres 
1633 N. 2nd St. Philadelphia, Pa. 








Sliding Door Track 



















The original enclosed track in 1888. The 
superior track today. 
COBURN TROLLEY TRACK CO. 
418 Harding $+. Holyoke, Mass. 













ASK Your @ssan 
POR OUR EXTRA VALUS 
SSW PIECE cuamels 
HOYT & WORTHEN TANNING CORP 

5 


MAVERHILL Mas 


STEEL MORTAR RODS 
Ne dripping onte 
the user's back, 
Made entirely of 
steel with wooden 
shoulder saddle 
and handle 


267x12° 1)9  reint 


oreed. 
Ne. 188 2 The fork-is 
Mortar Bs 1% Oressed from 


deep heavy gauge 
Steel. 
Write for Prices. 
Tee Clovelam snd Hen serina Co. 


TROY—BEST 


File Handles 


















a \Rigia 
PATENTED =) Metal to 
Li — ey # 


etal 


Grip 
(Patented), assures better workmanship 
and safety to user. A favorite for over 
40 years. 


TROY FILE WORKS 


Troy, Est. 1831, N. Y. 
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a thousandfold through his develop. 


ment of mass production. 

And unfortunately, he has made 
it possible for men like Hitler to 
carry death and destruction to in- 
nocent men, women and children. 

It is not his fault, however. that 
the fruit of his mind has been used 
for the purpose of distilling the 
Poison of destruction, And now he 
is challenged to counteract that 
poison and overcome it through the 
working of new industrial miracles, 

I know the American engineer 
well enough to know that he will 
work that miracle. He already has 
made a better start upon it than the 
people know. 

And I know the American engi- 


neer well enough to refuse to ac- 


cept a defeatist attitude about the 
future, when the appetite of Mars 
has been satiated. I am confident 
that then the Principal healing of 
the wounds of a war torn world will 
be done by him. For he can give 
more to the “have-nots” of this 
earth, through his ability to pro- 
duce what they need than can our 
Physicians or statesmen or perhaps 
even our clergymen. 

The American engineer accepts, 
willingly, the challenge of today 


and looks hopefully to accepting 
that of tomorrow. 


—Joun H. Van DEVENTER, 
in The Iron Age. 


s—aieeninnseensioneenndescosiadis, 
HELPS MAKE LA UGHS—AND SALES 








TELL US ABOUT YOUR GOLF 


ING RATES 
SYMPATHETIC LISTENING AT THE FOLLOW 


I iicictinsnicietinipernsiaie 
Flubbed Drives ...................... 
Good Approaches ................. 
Flubbed Approaches.............. 


TIME LIMIT 
5 Minutes 





Long Putts Sunk .... 


75 





Short Putts Missed ..... 


. 00 
Number of Three Putt Greens in a Round.... 1.0 


75 





Getting Out of Rough 


1.00 





Getting Out of Bunkers 


1.25 





How | Made a Birdie 


2.50 





How | Made an Eagle 


How | Made a Hole in One 


Description of 18 Holes under 90 ied 
Description of 18 Holes ng Seale 
Description of 18 Holes over 100................ 


Special Charges 


If weeping is required, add $1.00 to above rates. 


AND TENNIS 
— ~~“ Sao Eanes +++ Terms Arranged 


CREDITS ALLOWED or nee 
3 DRINKS.......... so 
4 DRINKS.......... 1 


9 Be iicoccesstenionn 10% OFF 
 , 25% OFF 


A. ROBERSON & SON, Inc. 
Lumber 





A. Roberson & Son, Inc., Binghamton, N. Y. 
amount of local Publicity from this amu 
distributing. Golfers get a good many c 


5.00 





BINGHAMTON, N. Y. 


TIME LIMIT 
15 Minutes 


1.50 


Millwork 








» is getting a considerable 
sing leaflet which he is 
huckles from it as wel] 
who don’t Play the game 


e in People’s minds and when 
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MODERN 


CAN 
OPENER 


The "Open Champ" that's 
Nationally Advertised 


Does a fast-selling job naturally—it’s handy, and 
its easy shear-cutting blade does a better open- 
ing job. Individually packaged—in dozen dis- 
play cartons. And an effective Demonstrator 
Display, with cans, is available on request. 


50¢ 


RETAIL 








At Jobbers Everywhere 


EDLUND COMPANY 


Burlington, Vermont 




















Wright Standard Hard- 
ware Cloth. Wire cloth 


of countless uses, always 


carefully woven from full 
size round copper bear- 


ing steel wire 


GE WRIGHT wee co 


WORCES Tae MAS S. 
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BOMMER 


GATE SPRING PIVOT-HINGES 


ARE THE BEST 


The Most Durable Gate Pivot for Use in Public 
Buildings, Schools, Institutions and Hospitals. 





Type 1144M Mortise Hinge 


The Spring Tension Can be Easily Adjusted to Suit Vary- 
ing Conditions. Cnly 134 inches Required Between Bottom 
of Gate and Floor. 


Bommer Spring Hinge Co. 
Brooklyn, N. Y. 
Chicago Sales Office: No. 180 N. Wacker Drive 


alc Up MORE SALES 
with 














Kwik - LITE 
The MODERN. 


Instant lighting—longer 
and* more dependable 
service. That's why Kwik-Lite Oil Burner Wick delights 
old customers and attracts new ones. Made of long 
fibre Canadian Asbestos for unapproached excellence. 
Brings oil right up for quick ignition. Attractively 
boxed. Effective counter displays. Priced to sell. 
Interesting discounts. 


Ask your 
Jobber 


or Mail 
Coupon 





FLAMEMASTER 


ASBESTOS WICK 


Flamemaster Ashestos Wick is ventilated to permit 
the free flow of oil through bowl channels. Its sales 
records prove its superiority! Made in all widths 
it is available in 100 foot rolls and also in cut 
lengths. Every style of Flamemaster Wick is pro- 
vided with merchandising materia) that makes it 
easy to stock and dispense—AND most important— 
this material has proved that Flamemaster SELLS 
FASTER 

@ SPECIAL MERCHANDISING DEAL e 
SENIOR MERCHANDISER 

Special Deal No. 1 -—-Puts an end to tangled, 
shopworn stock. No more losses through wrong mea- 
suremem. Contains 400 ft. of Flamemaster Wick in 
4 sizes, % in., 1 in., 1% in., 1% in. A chart on 
front gives wick specifications for all makes and 


models of burners 
Dealer net, $9.90 


All-Metal, in 3 colors 
F.0.B. Jobber’s Whee 

Also FREE—Vaiuable Dealer Selling Aids 

JUNIOR MERCHANDISER 

Special Deal No. 2 —Built on the same prin- 

ciple as Senior size. Contains 100 ft. % in. and 

100 ft. 1% in. Flamemaster Wick. Gives wick 

specifications for 85 makes and models of burners. 

Dealer net, F.0.B. Jobber’s Whse ose $5. 

ATTRACTIVE 2 COLOR WINDOW OR WALL POSTER 

Handy Boxed Sets —in 5% or 12 ft. Rolls 

Also cut-to-fit sets for specific burners. Put up in JUNIOR DISPENSER 
individual 2-color cartons for counter display. 


FLAMEMASTER FASTHEAT 
De Luxe Asbestos Wick 


2 ply construction with Accordion Fold’’ con- 
**inside oil flow’’ elim- struction enables this 
inates clogging. Revo- wick to be stretched or 
lutionary construction is compressed to fit 95% 
proved. Packed in In- of ranges. Packed in 
dividual display boxes display box in sets of 
with 5% feet and in 4 ringe—2 each of 2 


hundred foot rolls different sizes BOXED WICK 
Distributed by the Country’s Leading Jobbers 
(Desk 2) ATLAS ASBESTOS CO., North Wales, Pa. 


SENIOR DISPENSER 


MADE IN U.S.A. BY 


THE WM. SCHOLLHORN CO. 


NEW HAVEN, CONN 











SOUTHINGTON 


MECHANICS’ TOOLS 


STEEL 
SQUARES 


ALL 
STYLES 


SOUTHINGTON Stand- 











‘ 


We 101 Style of Nos 3, 3B. 14 and 100. 








ete 
L 


SeaeCreEe te 


: ard Steel Squares, Take 
x Down Square for Mechan- 
+ ics, and Aetna Steel 
ee Squares for the casual or 
‘s amateur user are all guar- 
< anteed accurate with ser- 
- vice built into them. Also 
‘ Bevels and Try Squares. 





Send for Catalog and 





Ay 


36” Prices. 
24” 


THE SOUTHINGTON 


HDWE. MFG. COMPANY 
SOUTHINGTON, CONN. Est. 


Est. 
1867 
a 


1867 




















ew DAISY 


Best for 30 Years 


For Hogs 
And Poultry 


Gere’s just two high ranking 
sellers picked from a line backed 
by a strong national advertising 
campaign that has plenty of 
sales appeal for you. When your 
customers ask to see waterers 





that are built to last .. . that 
will operate through -, use of 
barrels, stock tanks high 


pressure pipe lines . . en 
them the New Daisy Automatic 
Waterers that eliminate fuss and 
filth. Heater attachments pro- 
vided for all-winter use. Manu- 
factured and guaranteed for over 
30 years by the Quinn Wire & 
[ron Works. 

Also manufactur- 
ers of Daisy and 
= Calf Wean- 





Famous pressure-valve type New wJaisy 
Waterer for pipe lines and high pressure. 
Guaranteed to work on any pressure water 
line not exceeding 75 pounds. Cast iron 
bowl, satin aluminum finish. Bowl is 16 
1 in. long, 7 in. wide, 5 in. deep. 
Patented mud cups included. 










Ww LERS 
Don’ Today! 
. hesitate 
dtatery af imme. 
onformation . 
No. 30 Ett-eelling ie te 
Made to opera through use of barrels or stock tditks. Your jon. Ugh 
Non-pressure valve. Heavy cast iron bowl 13 in. long, if he bber, or, 
meteitis seit Anish shunioum.”" Cepoee el feat 28 bly you, weitgu 
m sa a jum t 2 id 
in. in diameter. Cast iron cover protect wie lireet, rite us 
Patented mud cups. 8 % in. nipple tor inlet. 





HARDWARE AGE 


















AGE 











American Hardware Mfrs. Asso- 
ciation, 83rd semi-annual convention, 
Oct. 13-16, 1941, at the Marlborough- 
Blenheim Hotel, Atlantic City, N. J., 
in conjunction with the 47th annual 
convention of the National Wholesale 
Hardware Association. Charles F. 
Rockwell, 342 Madison Ave., New 
York City, is secretary of the manufac- 
turers’ association, and George A. Fern- 
ley, 505 Arch St., Philadelphia? Pa., 
is secretary of the wholesalers’ associa- 
tion. 


American Hardware Manufactur- 
ers’ Association, meeting jointly with 
the Southern Hardware Jobbers’ Asso- 
ciation, April 20-23, 1942, at the Hotel 
Roosevelt, New Orleans, La. Charles 
F. Rockwell, 342 Madison Ave., New 
York City, is secretary of the manu- 
facturers’ Association, and T. W. Mc- 
Allister, 1020 Grant Bldg., Atlanta, Ga., 


is secretary of the jobbers’ association. 


American Society of Architec- 
tural Hardware Consultants’ conven- 
tion and exhibit, Sept. 15-19, 1941, at 
the Palmer House, Chicago, Ill.; in con- 
junction with the National Contract 
Hardware Association. Carl D. Himes, 
secretary-treasurer of Architectural Con- 
sultants, with headquarters at 315 S. 
Main St., Dayton, Ohio,.and Frank H. 
Sherwood, executive secretary, National 
Contract Hardware Association with 
headquarters at 441 Lexington Ave., 


New York City. 


Central States Hardware Club, 
fourth annual get-together dinner party, 
Wednesday, Sept. 10, 1941, at the La 
Salle Hotel, Chicago, for members and 
guests before entraining for the Ex- 
celsior Spring golf party. Annual din- 
ner, Sunday, Oct. 12, 1941, at Hackney’s, 
Atlantic City, for members and guests. 


Chicago Gift Show of the Eastern 
Manufacturers & Importers Exhibit, 
Inc., Aug. 4-15, 1941, at the Palmer 
House, Chicago, Il. 


Housewares and Major Appliance 
Exhibit sponsored by the Housewares 
Manufacturers’ Association, Inc., 628 
Palmer House, Chicago, to be held at 
the Palmer House, beginning on or 
about Jan. 4, 1942. 


Illinois Retail Hardware Associa- 
tion, annual convention and exhibit, 
Feb. 17-19, 1942, at the Pere Marquette 


AUGUST 21, 1941 


Coming Conventions 
and Events 


Corrected each issue 
according to latest data 


Hotel, Peoria, Ill. C. G. Gilbert, 1155 
Merchandise Mart, Chicago, IIl., is sec- 
retary. 


Iowa Retail Hardware Association, 
annual convention and exhibit, Feb. 10- 
13, 1942, at Des Moines, Iowa. Philip 
R. Jacobson, secretary, with headquar- 
ters at Mason City. 


National Contract Hardware As- 
sociation and American Society of 
Architectural Hardware Consultants, 
annual convention and exhibit, Sept. 
15-19, 1941, at the Palmer House, Chi- 
cago, lll. Frank H. Sherwood is execu- 
tive secretary of the National Contract 
Hardware Association with headquar- 
ters at 441 Lexington Ave., New York 
City. Carl D. Himes is secretary-trea- 
surer of the Architectural Consultants 
with headquarters at 315 S. Main St., 
Dayton, Ohio. 


National Retail Farm Equipment 
Association, annual convention, Sept. 
30-Oct. 1-2, 1941, at the Hotel Sherman, 
Chicago, Ill. P. M. Mulliken is execu- 
tive secretary with headquarters at 207 
Hotel DeSoto Bldg., St. Louis, Mo. 


National Wholesale Hardware 
Association, 47th annual convention, 
Oct. 13-16, 1941, at the Marlborough- 
Blenheim Hotel, Atlantic City, N. J., 
in conjunction with the 83rd semi-an- 
nual convention of the American Hard- 
ware Manufacturers Association. George 
A. Fernley, 505 Arch St., Philadelphia. 
Pa., is secretary of the wholesalers’ as- 
sociation, and Charles F. Rockwell, 342 
Madison Ave., New York City, is sec- 
retary of the manufacturers’ association. 


New York Gift Show, Aug. 25-29, 
1941, at the Hotel Pennsylvania. 


Southern Hardware Jobbers’ As- 
ssociation, meeting jointly with the 
American Hardware Manufacturers’ As- 
sociation, April 20-23, 1942, at the Ho- 
tel Roosevelt, New Orleans, La. T. W. 
McAllister, 1020 Grant Bldg., Atlanta, 
Ga., is secretary of the jobbers’ asso- 
ciation and Charles F. Rockwell, 342 
Madison Ave., New York City, is secre- 
tary of the manufacturers’ association. 


Texas Hardware and Implement 
Assn., annual convention and exhibit, 
Jan. 20-22, 1942, at San Antonio, Tex. 
Exhibit at Auditorium, convention head- 
quarters, Gunter Hotel. J. D. Martin, 
Jr., Bryan, Tex., is secretary-treasurer. 















PROMPT SHIPMENT 
UNIFORM HIGH QUALITY 
10 LARGE PLANTS 


Principal products include — Alloy 
Steels, Tool Steels, Stainless Steel, Hot 
Rolled Bars, Hoops and Bands, Beams 
and Heavy Strueturals, Channels, 
Angles, Tees and Zees, Plates, Sheets, 
Cold Finished Shafting and Screw Stock, 
Strip Steel, Flat Wire, Boiler Tubes 
and Fittings, Mechanical Tubing, 
Rivets, Bolts, Nuts, Washers, etc. Write 
for Stock List. Joseph T. Ryerson & 
Sen, Inc., Chicago, Milwaukee, Detroit, 
Cincinnati, Cleveland, Buffalo, Boston, 
St. Louis, Philadelphia, Jersey City. 








Feature Handee—the original tool of 
its type and the largest seller. More 
Handees in use today than all other 
makes combined. 

Favored in industry, also a year- 
around gift item for mechanics, crafts- 
men and hobbyists. 

National advertising sends buyers to 
you. This attractive Counter Demon- 
strator will sell them a Handee which 
means repeat business for accessories. 

De Luxe Model $18.50 with 7 Accessories. 


Ultra De Luxe Set (De Luxe Handee and 45 
most popular Accessories in metal carrying 
case), $25.00. 


Demonstrator requires only 2 sq. ft. of space. 
Send for yours today, also Special Deals and full 
information on Accessory Counter Case. 


CHICAGO WHEEL & MFG. CO. 


Makera of Quality Producta for 40 Years 


1101 W. Monroe St. Dept. HA Chicago, Il. 
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Classihied Opporvtumitien Section... 





Use this section to reach Hardware Manufacturers, Manufacturers’ 
Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen 





| Clanrified Adwentining Rater | 





Help Wanted, Accounts Wanted 
Business Opportunities 


Sales Representatives Wanted 
Set solid, maximum, 50 words....... $4.00 


All capitals, maximum, 50 words.... 5.00 
Each additional word...... oon «=O 


Positions Wanted 
(Special Rate) set solid, maximum, 

Be GD. cc ccececesss eecaniedeee + $1.00 
Each additional word............ bee .05 
Allow Seren Words for Keved Address or Your Address 

BOXED DISPLAY RATES 
One _ - obnesdesencesescaseceses . $6.00 
c a 





DISCOUNTS FOR CONSECUTIVE INSERTIONS 
4 insertions, 5% off; 8 insertions, 10% off. 
Due to the special rate, these discounts do 
not apply on Position Wanted Advertise- 
ments. 
-e-— 
REMITTANCE MUST ACCOMPANY ORDER 


Send check or money order, 
not currency or stamps. 





Sampies of Merchandise, Literature, 
Catalogs, etc., will not be forwarded te 
bez number advertisers unless accom- 
panied by sufficient postage for remail- 














HARDWARE AGE is published 
every other Thursday. Classified 
forms close 15 days previous to 
date of publication. 


—e-— 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., New York City 











| —- Positions Wanted =| 


| Basiness Opporvtunitien | 








HARDWARE PERSONNEL, OUR FILES 
CONTAIN applications of several hundred experi- 
enced clerks, managers, counter men, bookkeepers 
and stenographers for New York hardware re- 
tailers and wholesalers. No charge to employers. 
Just phone Wisconsin 7-1802 or write to Asso- 
ciated Placement Bureau, 152 West 42nd Strect. 
New York City 





ATTENTION MANUFACTURERS! IF 
YOUR LINE is for jobbers, try my service on 
commission basis. I cover the Pacific Coast. For 
more details, write to P. O. Station D., Box 
1641, Los Angeles, California 





SALESMAN INTERESTED IN SECURING 
MAJOR lines of hardware, plumbing, brass goods, 
cabinets and inted furniture. 15 years ex- 
perience hardware and furniture trade for Detroit 
and Michigan. Address Box E-431, care of 
Harpware Ace, 100 E. 42nd St., N. Y. City. 








DOES A 4 SQUARE COMBINATION REP- 
RESENT YOUR BUSINESS? Knowledge alone 
will sell a considerable amount of merchandise. 
Add personality and appearance and you will sell 
more. Add appeal to these three and have the 
indispensable 4 Square Combination. A definite 
increase in sales is bound to follow. Address Box 
E-464, care of Harpware Ace, 100 E. 42nd St., 
N. Y. City. 


AVAILABLE SEPTEMBER 1ST. TWEN- 
TY YEARS SUCCESSFUL retail management 
experience. Covering chain and _ independent 


fields. College trained. Thorough knowledge 
hardware. Successful records in all branches 
retail merchandising. If interested in taking 


greatest possible advantage of opportunities offered 
by present business conditions, write at once to 
Box E-466, care of Harpware Ace, 100 E. 42nd 
St., N. Y. City. 





MANUFACTURER'S REPRESENTATIVE 
DESIRES A STRONG, outstanding line for the 
hardware trade, paint trade, or both in the New 
England territory. Have an exceptionally fine 
following among wholesalers, chains and major 
dealers. Reside within the territory, have an ex- 
cellent sales record, and can be relied upon for 
efficient, intelligent representation. Address Box 
E-443, care of Harpware Aor, 100 E. 42nd St., 
N. Y. City. 





SALESMAN ACQUAINTED WITH HARD- 
WARE AND electrical accounts Western Mis- 
souri, Kansas and Oklahoma desires good sub- 
stantial line, straight commission, no drawing 
account. Want line with real sales appeal and 
permanent. Address Box E-445, care of Harp- 
ware Ace, 100 E. 42nd St., N. Y. City. 
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SALESMEN NOW CALLING ON lumber 
yards, hardware stores and building trade spe- 
cialists to sell Strand overhead-type garage doors. 
Liberal commissions. State references, products 
being sold and territory traveled. Address, Presi- 
dent, Strand Building Products Company, 234 
No. Woodward, Birmingham, Michigan. 





SALESMEN WANTED—SIDELINE SALES- 
MEN MAKE good money with complete line of 
hacksaws, with outstanding patented features. 
More than average commission and opportunity 
for steady, growing business. Proven a fast-sell- 
ing line for dealers everywhere. State territory, 
lines handled and references in first letter. Ad- 
dress Rapid Manufacturing Company, Box 488, 
Glendale, California. 





MANUFACTURER’S REPRESENTATIVES 
CALLING ON HARDWARE dealers and lumber 
yards for an old builders’ hardware manufac- 
turer. Exclusive territory—Nebraska, Kansas, 
Arkansas and Western Missouri. Advise lines 
now handled, territory covered and how long 
established. Address Box E-457, care of Harp- 
ware Ace, 100 E. 42nd St., N. Y. City. 





WANTED: SALESMEN ON COMMISSION 
TO sell new power driven Safety Cvcle. Espe- 
cially interested in Southern and Western terri- 
tory. Some other territory open. We want a few 
aggressive salesmen who have established trade 
and to such men we offer connection valuable to 
themselves. Safety Cycles run about 100 miles to 
gallon gas. Entirely new. State territory you 
cover. how often, and lines carried. Address Box 
E-468, care of Harpware Ace, 100 E. 42nd St., 
N. Y. City. 





WE WANT SALESMEN — now calling on 


hardware or millwright trades, to represent manu- 
facturer of round leather belting, an exceptional 
line that’s easy to sell. Light, pocket-size sam- 
ples. State references, territories. | Commission 
basis. Address Box E-469, care of HARDWARE 
Ace, 100 E, 42nd St., N. Y. City. 

















MANUFACTURERS’ REPRESENTATIVE 
WELL ACQUAINTED WITH the hardware, 
mill supply and industrial trade for manv years. 
Can handle one good additional line. Territory 
Eastern Penna., Southern New Jersey, Delaware, 
Maryland and the District of Columbia. Com- 
mission basis. Address Box E-471, care of 
Harpware Ace, 100 E. 42nd St., N. Y. City. 





FOR SALE: CLEAN, UP-TO-DATE stock of 
general hardware and house furnishings, tools, 
electric and plumbing supplies, linoleum, paints, 
etc. This is a good going business in the city of 
Cleveland, Ohio. Low rent with lease—inventory 
about $8,000. Fine location, large display win- 
dows. No trades. Owner wants to sell having 
other business requiring full attention. Address 
Box E-467, care of Harpware Ace, 100 E. 42nd 
St., N. Y. City. 





DEPENDABLE INCOME. PROSPEROUS 
HARDWARE, furniture, implement business. 
Large, productive West Texas territory. Fine 
climate. Good crops. Diversified farming. Inven 
tory $15,000 clear. Long established. Largest 
stock in county. Best selected franchise lines. 
Excellent location. Good fixtures. Rare buy. 
You'll like it. Reason for selling—health and 
other interests. Address Box E-465, care of 
Harpware Ace, 100 E. 42nd St., N. Y. City. 





FOR SALE: HARDWARE STOCK, FIX- 
TURES and building. Doing nice business in 
small Ohio town. In excellent farming com- 
munity. Established 20 years ago. Pump and 
other repairing a specialty. Good outlet for 
anpliances, furnaces and plumbing. Will sell for 
$3,500 on account of health. Address Box E-470, 
care of Harpware Ace, 100 E. 42nd St., N. Y. 
City. 











| Help Wanted | 


HELP WANTED— STOCK AND PRICE 
CLERK, wholesale and retail hardware, Phila- 
delphia. Must have experience. Write full par- 
ticulars—age, experience, salary expected. Ad- 
dress Box E-463, care of Harpware Ace, 100 E. 
42nd St., N. Y. City. 











TWO EXPERIENCED RETAIL. HARD- 
WARE SALESMEN—by well-organized and 
well-located firm having a retail business and also 
a mill supply department in Connecticut. Would 
prefer men who are exempt from the draft and 
will be happy to interview applicants Saturday 
afternoon or evening. All inquiries will be con- 
sidered confidential. Address Box E-426, care of 
Harpware Acer, 100 E. 42nd St., N. Y. City. 
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r Lawson Co., The, F. H. ‘ 14 
M A | T L E & American Cabinet Hardware Lindsay Light & Chemical Co. % 
MR, itn ascdsendemeknnemeahbas 8! | Locke Stove Company % 
American Chain & Cable Co., Lockwood Hdwe. Mfg. Co. ... 21 
RETAIL 30 CENTS TO, abbtindancansivataniedinpagh 18 | 
American Chain Div. ............ 18 M 
Dealer's Price— RE Se sadendb- ~ McCormick Sales Co., Inc 84 
American Shearer Mfg. Co. xeaee 9 a ? 
—I! Doz., $2.50; Ames Baldwin Wyoming Co...... 82 a ar = a matress “1 
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Archer-Daniels Midland Co........ eS fe ea 
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Auburn Central Mfg. Co. ....... 73 
LINDSAY LIGHT AND CHEMICAL COMPANY I Gia ec oksnéaiucanen 89 ‘a 
WEST CHICAGO, ILLINOIS i 
s National Mfg. Co. <a 
Newton Mfg. Co. a 
Baker Manufacturing Co. .... 82 | Nicholson fe Co. a * 
Baker McMillen Co. cee ae Norge Div. ... = oll 
Behr-Manning Corp. eee eeeeeeeece 5 North & Judd Mfg. Co. ree 75 
Berea Abrasives . Aa aes PEO 69 
The VISE with MORE FEAtUres || some: spring Hinge Co. 9 . 
Boston Woven Hose & Rubber Co. 4 | oO onite Co., The . 8 
Siete one race a Col bi Vi Briggs & Stratton Corp. ......... 49 | oxt T 
BP Sus olumDian 1ses 2 xford Tool Co. 90 
SL ate sno Builders’ Hdwe. Textbook ........ 12 
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SELL. and mean Cc Paine Company, The . — 
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mgip|) more sales of hand Champion Hardware Co., The.... 87| Peters Cartridge Div. ... 4 
—— rT imer tools. Cheney Hammer Corp., Henry... 61 | Pittsburgh Plate Glass Co. ....... 15 
ie Chicago Spring Hinge Co. 98 | Prime Mfg. Co. EMacubavaien ie 
Sold only through Jobbers Chicago Wheel & Mfg. Co. . . 93] Progressive Mfg. Co. . a 
THE WORLD'S LARGEST Cleveland Wire Spring Co., The. 90| Puritan Cordage Mills jeden 
MAKERS OF VISES Coburn ‘Trolley Track Co. 90 
Columbian Rope Co. ......... - 9 
THE “ COLUMBIAN VISE & MFG. CO. Columbian Vise & Mfg. Co....... 9% | Quinn Wire & Iron Works 2 
O28 Bessemer Ave. Cleveland, Ohio Crescent Tool Co. .............+. 10 
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: E oe) Pl CTURE bare ;5 ey SS nes . 78 
: PF ‘ Dixon Crucible Co., Joseph — 
. i TATE . S 
Picture Hangers —~ -- Domes of Silence, Inc. .......... %% Samson Cordage Works 89 
end , 5 Sand's Level & Tool Co........... 97 
7 ' Schatz Mfg. Co. ... 79 
Cord Display are 7 c ; ' se i. Schollhorn Co., The wm. o 92 
This attention compelling El m4 rf c company paler vees 7 Shelby Spring Hinge Co.......... 81 rm 
display stand sells TATE cn a eee wee, fees ac eesesees Sherman Mfg. Co., H. B. ........ 53 
Picture Hangers and Pic- Embury Mfg. Co. ssessees+ 83] gtene Sioux Off Burner Cor 87 
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Assortments—galvd. and Farrel-Cheek Steel Co. ........... 98 Seale Coste natiow: 54, 55 
copper. Send for Cir- Flexible Steel Lacing Co. ..... 87 i a - 
culars and Prices Superior Fastener Corp. ......... 88 
E. H. TATE CO., Boston, Mass. 6 
Sales Offices also in: | General Electric Co. T 
Chicago New York Los Angeles | Wiring Devices .. oo. ee... 69 | Tate Co., E. H. ree % 
Gibson Good Tools, Inc. ........ as Trice Fuse Mfg. Co. . 89 
“ne ms "a 9 Graham Mfg. Co. . 2 Triples Screw Co., The 48 
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Hoyt & Worthen Tendiag. Corp. 90 oo 
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. White Mountain Freezer Co. 78 

Keene Machine Co., O. S. 88 | Whitney Carriage Co., F. A..... 72 

Klein & Sons, Mathias .......... 60 | Witt Cornice Co., The ..... 79 

Kol-Gas Heater Co. .. -cccseee 41 | Woodruff & Sons, Inc., F. H... 70 

Wright Steel & Wire Co., G. F. 91 
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$3.00 Mitre Kits 
Going Great Guns! 


Fully adjustable to any angle, accurate and sturdy, the Baker- 
MeMillen Mitre Kit is truly a professional tool. And at the low 
price of $3.00 for both Mitre and saw, they are real bargains for 
home craftsmen, frame makers and carpenters. Put some of these 
kits on your counter and see how quick they go. Liberal dealer 
discounts. 


The Baker-McMillen Co., 139 E. Miller Ave., Akron, O. 














Sure Gun Protection MOLDED RUBBER GOODS srsdX2rres 


Hoppe Gun Cleaning Products are made by men who 


KNOW guns for men who LOVE guns and want to Plain and Mushroom Bumpers — Suction Rubbers 
keep them RIGHT. Rubber Head Nails Toilet Seat Bumpers 
Hoppe’s No. 9 Nitro Powder Solvent; Hoppe’s Gun Chair Tips Crutch Tips 
Cleaning Patches; Hoppe’s Lubricating Oil; Hoppe’s 
Gun Grease and Hoppe’s Gun Cleaning Packs are 

known the world over 





and have been used for 
over thirty-five years. 
thy we Pogue foe 
, THE ELASTIC TIP CO. 
FRANK A. HOPPE, Inc. 
OF COMPLETE LINE BOSTON, MASS. 


KWICKWICKS 


Philadelphia, Pa. 
A COMPLETE LINE FOR 
RANGE AND HEATER BURNERS 


* Big profits ahead with the NEW 1941 Super 
QUICK Sales Deal. 

* You get $25.09 worth of merchandise (16 as- 
sorted dzs.) with a mark-up value of $48.60. 

* You double your money and profits in this his- 
tory-making deal. 

* You get a complete line to fill every single oil 
range burner requirement. This new sales deal 
gives you a wick for every price range. 

Write us or your jobber today for FREE samples 

and 1941 catalog. 
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THE EARLY BIRD CATCHES 
“THE PROFIT WORM” || NEW IRONS 
for OLD 


FULTON HUMIDIFIERS 























Make sure of early fall and winter H itioni No. 240 
profits by stocking up NOW on For process conditioning Sharpener 
the popular-selling line of Fulton by wheel or stone, you 
Humidifiers for radiators and regis- can’t beat the handy new Millers Falls No. 240 Plane 
ters. Every heated building and I d Chisel Sh " 
home is a genuine prospect because ron an ‘ ise 2 arpener. Strong, compact, deli- 
these . Fulton Humidifiers sell at cately adjustable, it saves time and lengthens the life 
emarkabDly iow prices. 
Two attractive sizes for Radiators—1 qt. and 1% qt. Made PULLERS FALLS of the blade. It broadens your mar- 
of one-piece rust-resisting metal inserted between radiator TOOLS ket, swells your profits. ONLY $1.25 
coils, where heat and evaporation are greatest. s as LIsT Ask your jobber 
Ask about models for wall and floor registers. 
Ask Your Wholesaler About Our Low Prices. iw } L L Ee Re _ F A L L Ss Cc oO M P A N Yy 
305 Eighth Avenue 
PATENT NOVELTY COMPANY “‘Euitos, ittincis, GREENFIELD . . MASSACHUSETTS 








World’s Standard for Half a Century CARPENTERS WOOD 


SAND’S LEVELS AND ALUMINUM 


SAND'S-STEVENS TELL THE TRUTH TILE SETTERS’ WOOD 


SURFACE AND LINE AND ALUMINUM 


SAND’S LEVEL & TOOL CO 8631 Gratiot Ave. Detroit, Mich. 
"FACTORY a = ee 5 WRITE 
BUILT-IN ACCURACY” {= \0'/r — a | FOR CATALOG 
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PREPARE 


FOR THE 1941-42 HEAT- 
ING SEASON NOW BY 
ORDERING YOUR STOCK OF 


FARRELL-CHEEEK 


FIRE-FIXER 


Asu Hoes PoKERS 


Suice Bars FLuE BRUSHES 
CLINKER TONGS CLINKER Hooxs 


CLINKER RAKES Back-up WRENCHES 


Write Today for 1941 Catalog 


FARRELL-CHEEK STEEL CO. 
SANDUSKY, OHIO 











WICK ... 


OIL RANGES AND HEATERS 


MADE ENTIRELY OF 


OTHER 
PRODUCTS 
OF 
ATLAS 
ASBESTOS 
co. 


Mf’d under U. 8. Pat's 
2,197,866 and 2,184,899. 


The Original 
IT’S PROVED 
IT’S PROFITABLE 


Glaswik — made en- 
tirely of the famous 
Fiberglas Yarn—Fea- 
tures performance im- 
possible with old-style 
wicks. It Lights 
Instantly. Needs less 
Attention. Lasts 
Longer. Produces 
More Heat. No Car- 
bon or Soot. Uses 
Less Oil. 


Merchandising Material with Each 12 Boxes 


Asbestos Wick 


Asbestos Lead 
Joint Runners 


Glaswik for 
sub-irrigation of 
potted plants, 
germination of 
seedlings, etc. 


Brake Lining 
Clutch Facings 


Asbestos Tapes 

and Sleevings 

for electrical 
insulation. 


Asbestos Listing 


ms | 
Atias Asbestos , Dept.2 | 
North Wales, Pa. 


da iliter 
Please sen 
: on Glaswik. 


ature and | 





if Your Jobber 
Can't Supply You... 
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SPRING HINGES 
Silent Action 


Architects and Builders’ 
Hardware Engineers realize 
the importance of silence in 
a residence, hospital or 
school. 


The Relax Double Act- 
ing Spring Pivot-Hinge op- 
erates quietly, slowly and 
with few oscillations. It is 
economical in the cost appli- 
cation and maintenance. 


Type 6001 


Relax 
Spring Pivot-Hinge 


The “spring action release” permits the door 
to be placed open at any desired position. The 
door will not stand open unless the spring 
action is purposely disengaged. This avoids the 
annoyance of doors unintentionally left open. 


Chicago Spring Hinge Company. 
CHICAGO NEW YORK 
U.S.A. 














FORSTNER 
AUGER BITS 


“ALL-PURPOSE 
BORING TOOLS" 


is the difference! 


| Note that this bit is guided by a 

| circular rim instead of a center 

| spur —a feature which permits 

| operation in any direction regard- 

| less of grain or knots leaving a clean, 


polished peripheral surface and a 


| smooth, flat-bottomed hole. Any arc of 

e. circle can be bored with a Forstner 

| Bit. Woodworkers find dozens of uses 

| for this tool—find it handy for mor- 
| tising, scalloping, pattern making, scroll 


work and for many other operations com- 

monly done with chisel, gouge, scroll saw or 

lathe tool. Include Forstner Bits in your tool 

line for profitable sales. Order through your 

jobber. If he cannot supply you write us direct. 
sIz5s AVAILABLE: For machine use, 4“ to 

* by sixteenths, 1%" to 3” by ei hehs. For 

a use, to 1%" by a id singly 
annals. 11 or 17 bits each. 


"PROGRESSIVE MFG. CO 


TORRIN Te 8 < * OW Be Cc tse Cit 
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Better Business for you in 


UUs 
WITH NUCUTS” 


nn 


When you sell NUCUT “Wavy Teeth’”’ performance, 


you are on your way to bigger file sales 


In NUCUT you have the Files that industry de- 
mands. Files that cut cleaner, faster, smoother! 
Files chat are a match for today’s enormously 
stepped-up production! 


Tough NUCUT Files offer you the exclusive 
“Wavy Teeth” construction. This is a patented 
arrangement of alternating coarse teeth and fine 
teeth. It is a scientific combination that gives 
husky cutting action, and then smooth leveling 
action, — both at the same time! In a word, — 


HELLER \\\// ||) 





NUCUTS give more productive filing . . . the kind 
your customers are eager to get. 


Let “MORE CUTS WITH NUCUTS” cut vou in 
on a bigger share of file busi- 

ness. Your jobber can supply you 

with NUCUT “Wavy Teeth” Files. 

Or, write us. 


HELLER BROTHERS COMPANY 
America’s Oldest File Manufacturers 


Newark, N. J. Newcomerstown, Ohio 


WAVY TEETH 


FILES 





OTHE LADY BAKED Fy CAKES.. 











THIS iS HOW IT ALL HAPPENED: 
One day the head of our Quality Control 
Laboratory pulled a range out of the ship- 
ping room—like he does 4 times every day— 
and gave it the works. Something about the 
door didn’t quite please him— although to 
the inexperienced eye that range looked 
just like the hundreds of others coming 
down the assembly line. 

Right off the bat things started happen- 
ing. Every range of that model in the plant 
was held up, till he could find out what was 
wrong. 

One of the Home Economics girls came 
flying over, armed with all the things it 
takes to make a cake. It wasn’t one cake, 
but five, she baked right there on the line!— 
in five different ranges, picked at random. 
They wanted to find out: was it just that 
one individual range that was faulty, or had a 
slip-up developed along the production line? 

When the baking was all over, seems the 


Westinghouse 




















door was out of plumb twenty-five thou- 
sandths of an inch. But on that one range 
only. The others were perfect. 

Whipping up an angel cake on the pro- 
duction line is all in the day’s work here in 
Mansfield. It’s apt to happen any time. It’s 
part of our exacting Quality Control pro- 
gram. 228 highly trained engineers and 
experts spend their entire time looking for 
trouble—in raw materials, in test models, 
in the day by day runs that are going 
through the plant. 3,000 precision instru- 
ments, valued at a third of a million dollars, 
are used in making those important tests. 
More than 6,000 individual checks and tests 
are made on the parts of electric ranges, 
alone. Which gives you an idea of the 
thoroughness of our quality control. 

It isn’t just luck that accounts for the 
ever-increasing popularity of Westinghouse 
Appliances. It boils down to inspired design- 
ing, sound engineering and Quality Control 


—which is the never-ending watchfulness 
that makes sure that every Westinghouse 
Appliance is exactly as it should be when it 
afrives at the woman’s home and goes to 
work. 

Regardless of defense restrictions, West- 
inghouse Quality Control and Creative 
Engineering will go on—improving present 
products, exploring, and preparing for the 
needs of the future. In fact, right now, our 
research people are hard at work developing 
new appliances to make tomorrow’s house- 


* work easier. 


When the brakes are off again, Westing- 
house will be ready. And so will those 
dealers who continue to identify themselves 
with Westinghouse products. 


For complete informationon the Westinghouse 
Leisure Line of Electric Home Appliances, 
write Dept. 1130, Westinghouse Electric & 
Manufacturing Company, Mansfield, Ohio 


Copyright 1941, Westinghouse Electric & Mfg. 


The Wie Line. Vk 


ELECTRIC HOME APPLIANCES 








